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The Bell Ringer Here Again 


Your Newspaper Can Help‘in the Fight 


OUSE-TO-HOUSE peddlers 
H of shoes are making some 

inroads along with the ho- 
siery man who sells “direct.” While 
the front door shoe peddler does not 
actually accompany the hosiery ped- 
dler, his way is made easier and 
entreé is gained by the same means. 
A clever bell ringer will watch the 
hosiery man and note where he sells 
his stuff. Then the approaches the 
woman with his offer of “Shoes di- 
rect from the factory to you, at 
actual factory cost,” or some 
such promise. The person 
who has once fallen for the 
wiles of the front door sales- 
man becomes an easier mark 
for the second caller. 

The shoe seller carries a 
neat line of samples, a 
neater line of talk, and a fine 
argument. He shows the 
housewife a good looking 
shoe and tells her he will 
deliver her size right at her 
door, at factory prices, 
without putting her to the 
trouble of going down town 
to buy. He takes her meas- 
ure and perhaps collects a 
small down payment, and in 
a few days delivers the 
shoes, collecting the balance 
due him, and is off on his 
merry way. 

Legitimate shoe _ stores 
lose a sale every time that 
happens—shoe stores that 
pay taxes, that contribute to 
the upbuilding of the com- 
munity, that _ represent 


something real in a city. : The front 
door peddler is an itinerant, without 
responsibilities, usually a clever 
salesman only. As to his shoes, who 
can say that they will fit or give 
satisfaction? 

Well, what are you going to 
do about it, you real shoe mer- 
chants? 

There seems to be no relief 
through your local law-makers. The 
claim is made that it is unconstitu- 
tional to tax ‘the peddler out of busi- 


b 


The most effective weapon against the bell ringer 


is the local newspaper 


ness. If that is true, there is some- 
thing else needed in the way of a 
weapon in the hands of the legiti- 
mate, resident dealer. 

The front door shoe seller gets his 
shoes from some shoe factory. What 
factory? 

It’s all right to hold meetings and 
pass resolutions condemning this 
very pernicious phase of shoe sell- 
ing, but resolutions will get you no- 
where. This is a case for a fight. 

There is no law to prevent a real 
shoe merchant going right 
out and doing what the bell 
ringer does. He may carry a 
sample case right into a 
house, too. And he will have 
the advantage of local pres- 
tige and a longer line of 
shoes to draw on. 

But, there is still a better 
way. That way is printer’s 
ink. There are blank spaces 
in newspapers that may be 
filled with educational talks 
by shoe merchants’ associa- 
tions. There are editorials 
that may be written if the 
newspaper man is aroused to 
the true state of affairs. He 
knows which side his bread 
is buttered on. He knows 
that his advertising pages 
are never filled by the front 
door peddler. 

The newspaper, if ap- 
proached from the proper 
angle and furnished with 
readable editorial material, 
can be expected to do its 
part. 
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New Ideas in Store Trim 


are cropping up constantly. Merchants realize 

that merchandising is beginning to depend more 
and more for its success on the appearance of tle store 
and its front—other things being equal. This little port- 
=< may be of some assistance in giving you a fresh 
idea. 
Take, for instance, the Saks Herald Square window 
at the top of this page. The two hosiery patterns have 


N= ideas in window trim and interior decoration 


been cleverly chosen—the one with the vertical stripe 
pattern to appeal to the woman who feels that she needs 
the slenderizing effect which it gives; and the other to 
give an appearance of plumpness to an otherwise 
“skinny” underpinning. Incidentally, the hosiery shown, 
of either style, harmonizes with all the shoes shown. 
Screen and tennis net form an inexpensive but delight- 


ful background. 
The Swagger Boot Shop, the interior of which is 





Interior of the Swag- 
ger Boot Shop, Los 
Angeles 





Where interior dis- 
play makes it easy 
to sell 
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A well arranged parlor type department in Bowman's store, 
Harrisburg, Pa. 


shown, represents almost the last word in club-like com- 
fort for men. It is a store in which they can feel at 
ease and the absence of shelving leaves room for lots of 
interior display which is always a help, as men can 
glance around and make up their mind while waiting 
to be served. And, perhaps, choose two pairs instead 
of one. 

What the club type of store is for the men, the parlor 
type is for the women. A good example is the women’s 
department of Bowman’s, in Harrisburg, Pa. Interior 


displays are not only plainly in sight, but “touchable’’ 


as well. Shoes are displayed on handsome tables and 
customers can pick them up and look them over at will. 








A “shoes for occasions” window 
(above) worked out in the Frank 
Werner store, San Francisco 


Shoes for several different occasions are shown 
grouped in the Frank Werner window and the silhou- 
etted figures on the background correspond in costume 
with the shoes shown immediately in front of each 
figure. 

The Turrell window, unfortunately, is not revealed in 
its full beauty. The fence forming the back of the win- 
dow is quite high at the extreme right and slopes down 
across the back of the window to a height of about two 
feet. As the eye travels down the fence top it comes 
naturally to rest at the store entrance—and the trick is 
done. 


The fence in the Turrell Shoe Co. 
window, in Seattle, Wash., leads the 
eye to the entrance 
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Getting More Shoes Sold Right 





The Fight Against Walking 


HE battle of locomotion is on. Shall mankind 

be lifted from place to place or move by its 
own foot power. The automobile industry claims 
that “you can’t afford to walk” while the shoe in- 
dustry states “you can’t afford not to walk.” 

One car to a family is not enough, says the auto 
man. So we now see a car for father, one for 
mother, one for son, one for daughter and maybe 
a roadster for the cook. Such a household needs 
more parking space than habitation—more gas 
than groceries—and more speed than sleep. That 
family lives on the high road. The women folk 
get fat from too much sitting, while the men take 
to golf rather than to business. Its a new mode 
of living that may have its charm, but we doubt it. 
In ten years feet will have lost most of their func- 
tioning in this family. 

Outdoors compensate for some of the costs, but 
in the last analysis an automobile is only something 
that “will carry you there and back, and it isn’t 
everything in life.” 

Now comes Walter P. Chrysler in Collier’s with 
an article under the title “You can’t afford to 
walk.” The meanest line in the entire article is 
doubly emphasized in the heading, “Walking is now 
an exercise for pleasure or health—not a desirable 
or necessary means of locomotion.” 

There you have in brief the stand of the auto- 
mobile man who not only retires old cars by high- 
styling new ones, but now starts to sell the idea 
that walking is a useless thing in life. 
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When you can’t get a boy around the house to 
walk to the store two blocks away, what price auto- 
mobiles? An automobile, yes, for pleasure and 
business but not as a complete substitute for walk- 
ing. No one walks the highroad for pleasure—it 
isn’t safe. 

Riding aimlessly about, .as most of it is done, 
costs much money. Whence comes this money but 
out of channels that might well need the money 
more. Ask creditor dentists, doctors and store 
keepers who gets the first dollar out of the wage 
envelope—the automobile. 

But the saturation point in automobile sales 
has not yet been reached. Powerful propaganda 
is helping to keep highroads humming and side- 
walks idle. “You can’t afford to walk,” but there 
are many who can’t afford to ride but do “to keep 
up with the Joneses!” 

When salesmen for automobiles put on the rear 
of their cars the metal plate “Why walk” it helps 
to further the fight between the automobile indus- 
try and the shoe industry. Not that the shoe man 
cares, for the friction poundage is not a vital fac- 
tor in getting more pairs of shoes sold. He sells 
an article today that is not dependable upon wear. 
What he unselfishly believes is that walking is 
beneficial. It is the one thing we don’t do enough 
of in this modern life. It fulfills a great purpose 
of nature, for the body in motion, under its own 
power is functioning in muscle, heart and organism 
correctly. 

When there is a need to go speedily from one 
place to another, or to transact business or to get 
the pleasure of a ride the automobile fulfills com- 
pletely—but it can never take the place of feet. A 
foot-useless America won’t stand up in the battles 
of the future. 


“Who Pays for It All?” 


HAT question, asked by a man who has been 

attending most of the style shows and shoe 
convention extravaganzas, brings close to home 
the old, old argumentation—who pays for the ad- 
vertising, the entertainment, the many costly 
methods of selling goods. 

Year after year the style shows have become 
more and more expansive and expensive. From 
the modest runway with a dozen models who really 
showed shoe styles, to next year’s elaborate revue. 
From a real market fair to which the merchants 
went to buy shoes, to the vast and elaborate affairs 
now called by other and more high-sounding 
names. 

And it is all very costly, very nerve racking, 
and, to the man on the side lines, very wasteful. 
Where will it end? How much further can the 
shoe trade afford to carry this matter of expense’ 
And just where is it all absorbed eventually? 
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The old army game of passing the buck from 
manufacturer to retailer and to the ultimate con- 
sumer is about played out. With an advance in 
the price of shoes in sight, and with an almost 
rebellious attitude on the part of the public, will 
it profit the shoe trade to continue some of its 
extravagances? 

Memory turns back over a period of twenty 
years since the first shoe and leather fair was held 
in the United States. Since then there has been a 
succession of fairs, shows, expositions, etc., and of 
late the elaborate affair called by some “the circus 
and side shows.” That all these affairs have been 
beneficial none may gainsay. Certainly they have 
been helpful in bringing buyer and seller together 
in closer and friendlier relations. But the increas- 
ing costs are something to be reckoned with. When 
people begin to wonder, and in their wonderment 
begin to ask “who pays?” it is time to do some 
thinking. 

Recalling market fairs held some twenty years 
ago, how do they compare with the recent events, 
not only from the standpoint of accomplishment, 
but from the basis of cost to the exhibitor and 
salesmen on the job. It is safe to say that more 
shoes were bought at 
the fairs of twenty 
years ago. It is cer- 
tain that they were 


BOOT AND SHOE RECORDER 37 


years and pulls out of his memory a lot of things 
that seem to have been forgotten by many, it seems 
about time for the trade to stop, look and listen. 

While we need not return to the days of candles 
and wood fires, we may well copy some of the 
things that were worth while out of the old days. 
The Market Fair always has been and always will 
be just what the name implies—a place to buy and 
sell. European manufacturers have found it to be 
tremendously profitable, and they continue year 
after year, with very little change from the orig- 
inal. A booth in which to display and to sell goods, 
a little music in the way of popular band concerts, 
some refreshments, just a little mixture of fun, 
and all hands go home glad they participated. 

So, we suggest with some timidity; but with a 
desire to be helpful to the trade in its hour of un- 
certainly—let us get back to real methods of sell- 
ing. Let us return to the practical, hard-headed, 
profitable, common-sense old Market Fair, and quit 
some of our foolishness. % 

It is quite close to the time when a divorcement 
will have to occur in trade, anyhow. We will come 
to it suddenly some of these days. I mean the 
entire separation of the so-called style show and 

the retailer’s conven- 


: es tion. The two cannot 
get along together 


much longer. Already 


sold with much less 
expense. And that old- 
time fair was a well- 
planned, handsomely 
decorated, interesting 
and profitable event to 
allconcerned. Of 
course there was no 
extravagance or lav- 
ishness. It was a mar- 
ket fair pure and 
simple. There have 
been other fairs since, 
modeled along the 
same lines. But of 
more recent years the 
ambition of promot- 
ers and organizations 
has led the shoe trade 
far from the trail 
blazed in those days of 
more careful and eco- 
nomical thinking. It 
has been the main idea 
of late to “outdo the 
preceding style show,” 
to make the next one 
still bigger, more elab- 
orate and more costly. 

To the observer who 
looks back over the 


The Reason Why 


HUNTER-THOMPSON CO., INC. 
Salt Lake City, Utah 


The Boot anp SHOE RECORDER means a great 
deal to us; we rely upon its information and often- 
times try out some of the suggestions published by 
you. We eagerly wait from one week to another 
for this information and after the writer has finished 
reading it, it is passed on to the salesmen, thus 
giving everybody throughout the organization the 
benefit. We would be lost without the Boot ANp 
SHOE RECORDER. 

We are of the opinion that if every shoe merchant 
would study the contents of each issue of the Boot 
AND SHOE REcorpER, he would improve his business 
as well as make the profits to which he is entitled. 

Very truly yours, 
(Signed) J. J. THOMPSON. 
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Profits don’t come by chance. 

They come only by intelligent, persistent, and 
masterful effort. 

The RECORDER serves as a constant SPUR to urge 
the merchant on to greater success. 

Mr. Thompson is only one of thousands of shoe- 
men who regard the RECORDER as an important 
inspirational partner in their business. 
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President. 
BOOT AND SHOE RECORDER 








there is a little rift. 
Listeners who keep an 
ear to the ground can 
hear a murmur of dis- 
content. A convention 
is one thing and a 
style show is another. 
The two have no com- 
mon interest. The 
only excuse for a style 
show in conjunction 
with a retail conven- 
tion is that it attempts 
to enlighten the re- 
tailer in the new 
styles. But that ob- 
ject has_ been lost 
sight of in’ the jazz 
now predominant at 
style shows. 

Let the retailers 
finance their own con- 
ventions and the man- 
ufacturer shoulder his 
own burden. That will 
do more to reduce ex- 
penses and put the 
trade on a better and 
friendlier basis than 
anything that can hap- 
pen. 
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 * eager TED on these pages 


are shoes for Fall selling 
selected from the lines of 
established New England 
manufacturers who exhibited 
at the recent Boston Shoe and 
Leather Fair. In dress shoes, 
the trend toward the darker 
tans is pronounced and the 
blucher pattern is more in evi- 
dence. Sport footwear recom- 
mended for Fall selling shows 
a wide variety of new patterns 
in combinations of leather. As 
is natural, heavier types appear. 
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What They Ask for May Not be 
What They Want 


HAT does the 
average retail 
shoe _ salesman 


do when a customer asks 

for a specific style or 

number? He tries to please the cus- 
tomer by giving him or her what 
they ask for. This is ,‘according to 
Hoyle,” but as every dealer knows, 
the average customer doesn’t always 
buy what she asks for. It is possi- 
ble for the shoe salesman to guide 
her buying with very little time and 
effort spent in doing so. 

An important retail shoe mer- 
chant of New York recently said to 
me: 

“The average customer sees a shoe 
in the window that strikes his fancy. 
He steps in and asks to try it on. 
There may be and often is a half 
dozen other styles on the shelves 
which he would prefer but which he 
knows nothing about. 

“We have found it possible to 
move slow movers by habitually 
showing the buyer these slow movers 
and showing them properly. For in- 
stance: When our salesmen go to the 
shelf for the style requested, they 
habitually bring back with 
them not only the shoe 
asked for, but others of 
the slower moving va- 
riety. These are placed 
on the floor in plain 
sight of the cus- 
tomer, though the 
shoe asked for 
is first tried on. 


Don’t let her get \ \ 
out of the store i oe 
showing 
her the slow-mov- 

ing styles 


without 


Slow Moving Numbers in Shoes 
Often Sell When Shown 


“The salesman leaves it to the cus- 
tomer to discover the other two 
styles, and if he doesn’t, at the 
proper time the salesman shows 
them. It is astonishing how we can 
in this way exercise some control 
over our stock movements.” 

It is very difficult to tell what a 
customer has in mind until his eye 
alights on something that IS IT or 
which is like it. In one store with 
which I recently have had business, 
the management decides every Mon- 
day what numbers shall be pushed 
during the week—that is, pushed 
by the salesmen in much the 
Same way as that described 
above. For six days there- 
after each salesman in 
the store habitually 
pulls out these slow 
movers when he 


4 


has a call for fast moving 
numbers, with the result 
that a fair balance in 
sales results between the 
live and dead stocks. 

Simple enough, but how many 
shoe salesmen do it? 

There is nothing truer in retail 
shoe merchandising than the fact 
that what the customer asks for is 
not always what is really wanted. 
Window buyers are legion in every 
store, but the window never contains 
a complete representation of the 
stock. 
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As a matter of fact, it is neces- 
sary for the shoe dealer to give each 
general line and style some repre- 
sentation in his limited spac®, with 
the result that shoes of similar type 
are crowded out. And the sales on 
these commonly lag. So, floor sell- 
ing must do what window display 
can’t do. 

If it is true that the average re- 
tail shoe merchant makes 75 per cent 
of his profits on 25 per cent of his 
line, as some say it is, measures 
that will get a more even sales dis- 
tribution are all the more necessary. 
The selling, then, should be devoted 
to any number or line that fails to 
respond to reasonable display. In- 
creased profits come from the rapid 
movement of footwear ordinarily 
hard to sell. 

Many times I have heard cus- 
tomers say to shoe clerks: 

“Is that all you have along this 
line?” 

When such a statement is’ made, 
there is something radically wrong 
with the selling methods in the store. 

The clerk who fails to show 
more than one or two 
samples at a fitting 


is slipping a cog. That is one rea- 
son progressive retail merchants in 
the trade are selling “specials at 
cost” and less—to get the people in 
and seated and then to sell them, 
not the special, but something they 
will want more than the special. 

A Boston merchant habitually 
sells a lady’s style be- 
low cost as a means of 
getting fittings, and the 
policy leads to heavy 
sales on other, regular, 
stock at ordinary prices, 
for he has found it is 
true that the average 
footwear customer sel- 
dom knows just what 
she wants when she 
enters the store. 

In buying footwear, 
people are often in- 
fluenced by passing 
actuated whims and by 
snap judgment. Shoes 
are bought first of all 
on sight. 

Show your slow mov- 
ing stocks when you 
show your fast moving 
ones. 

Require that your 
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salespeople pull out a slow moving 
sample for every fast. moving one 
they reach for. 

Train your salespeople to show 
your customers as many different 
kinds of shoes as possible. Not only 
does this attention please the cus- 
tomer, but it certainly leads to more 
and bigger sales. 
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Bigger and Better Profits 
Shoe Trade Rallying to Geuting’s Support 





. (Nothing has aroused the shoe trade to real 
deep thinking about its problems more than 
“The Curse of the Shoe Trade,” A. H. Geut- 
ing’s recent brochure. This week we print 
the third series of letters received by the 
president of the National Shoe Retailers’ As- 
sociation, from merchants and manufacturers, 
commenting on the little book and the ideas it 
contains. These letters show that real, earnest 
thought is being applied to the subject and 
that more and more support is being given- 
Mr. Geuting in his efforts to bring a real 
profit to the great industry of which we are 
all a part—Envrror’s Note.) 











Mark-Up Is Imperative 


“A mark-up is the imperative solution to the 
ultimate mark-down. Therefore, ‘The Curse of 
the Shoe Trade’ should go to the merchandise men 
and to the buyer of shoes in every store in America. 

“Service and dependable footwear live—price 
dies; and yet most shoe men love to fasten their 
kite to the material thing that is dead from the 
beginning. 

“Ts there any manufacturing or commercial ac- 
tivity requiring more courageous mentality than the 
retail shoe business? Master minds of equal ca- 
pacity are engaged in the shoe trade, but lack the 
courage of their convictions when it comes to 
price. 

“Your book, ‘The Curse of the Shoe Trade,’ 
is commendable because it serves as a danger sig- 
nal, as well as a beacon light of hope.”—Owen W. 
Metzger, Metherhold & Metzger, Allentown, Pa. 


*x* * x 


On A Solid Foundation 


“Your booklet entitled “The Curse of the Shoe 
Trade and How to Remove It,’ which you so kind- 
ly sent us, was read with considerable interest. 
From cover to cover, it’s 100 per cent truth. We 
applied your thought to our business three years 
ago, and today we are on a solid foundation and 
securing some of the good things out of the so- 
called despised shoe business. Again we wish 
to thank you for favoring us with your copy.”— 
Schmidt Boot Shop, by H. E. J. Schmidt, Mar- 
shalltown, Iowa. 

a e. 


When Novelties Become Staples 


“Thank you for the copy of ‘The Curse of the 
Shoe Trade’ received today. Yes, it is high time 
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the various branches of the shoe industry realized 
present day ailments of the trade as a whole. Un- 
derselling and cheap trash don’t worry this writer, 
but the shoe trade cannot become successful until 
novelties in women’s shoes become staples.”—John 
P. Lund, John P. Lund & Co., New Haven, Conn. 


* * * 


The Beginning of Better Days 


“We wish to thank you for your book entitled 
‘The Curse of the Shoe Trade and How to Re- 
move It,’ which we fully appreciate. In fact, we 
have been trying to live up to much of the main 
contents, as well as preach it to others. 

“Our hopes are that it will awaken those who 
are asleep on this particular end of the shoe 
business, and that it will be the beginning of bet- 
ter days, in which we may see you as a sponsor. 

“Another point that may well be brought out, 
particularly for the smaller communities, is that 
shoes are a part of one’s wearing apparel, and not 
exclusively a foot protection. When this is uni- 
versally established in the minds of the public, the 
shoe business will be looked upon from a different 
angle. Probably you can bring this out at another 
time.”"—R. S. Simon, Walk-Over Boot Shop, 
Wichita, Kan. 

. 2 8 


Why Trade Is Demoralized 


“T have your kind letter of the 13th and have 
since received your booklet. I took the same home 
with me last night and studied it carefully, and I 
feel like congratulating you on your constructive 
fearlessness in calling a spade a spade, and bring- 
ing the most unfortunate merchandising ways of 
the retailers before them, and I do trust that your 
efforts will bring results. 

“In connection with this, I beg to bring to 
your attention one of the main reasons the legiti- 
mate retailer is at times panicky. It is, as you very 
well know, Mr. Geuting, the unfortunate condi- 
tion that there are some unscrupulous retailers, 
who order merchandise from the manufacturers 
with the hind thought to ask for allowances or re- 
turn merchandise, without any reason whatsoever. 
There are many such retailers, unfortunately, and 
most of them are, or should be, known to the 
manufacturers, and I, personally, would like to 
see a movement sponsored by you, and the or- 
ganization representing the shoe manufacturers, to 
placard such undesirable elements, and if this could 
be done, I believe it would be a great step toward 
protecting the shoe retailer who is in the business 
to conduct the same honestly and profitably. 
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“It is nothing new to you that a tremendous 
amount of merchandise so returned to the manu- 
facturer is thrown on the market and used again, 
by leeches of the trade, to demoralize the business. 

“TI will greatly appreciate it if you will drop me, 
in connection with this idea, a line whenever you 
have a little time, and I thank you in advance for 
the expression of your views, which I very highly 
regard.”—I. Grossman, I. Grossman, Inc., Chi- 
cago, Ill. 

eo @ 


Too Little Attention To Profit 


“Last night I read with much interest your arti- 
cle entitled ‘The Curse of the Shoe Trade and 
How to Remove It’ twice. Please permit me to 
thank you for sending this little booklet and then 
to compliment you on the subject matter therein. 

“Tt is unnecessary to tell you that the shoe trade 
does need more profit all along the line, and cer- 
tainly it is as necessary for the'manufacturer and 
the leather man to secure a living profit as it is for 
the retailer. All down the line there has been too 
much stress laid on what is termed volume busi- 
ness conducted on an overhead basis, and legitimate 
profits have been forgotten in the intense competi- 
tion that has existed throughout the industry during 
the last few years. Factories, as well as retailers, 
must have business or they fail, and it is in the 
desire to secure the steady business that unprofit- 
able quotations are given to retailers with subse- 
quent loss to the manufacturer. 

“In my opinion it is not only the retailer who 
must take stock of his situation, but, having done 
this, he must work in turn with the manufacturers 
and the leather producer with the one idea that 
each branch of the industry must secure a profit if 
the whole industry is to prosper. The present firm 
leather market is a good sign. If manufacturers 
will now insist on profits and refuse to take desir- 
able accounts at no profit, or a loss, and the retailers 
secure a fair markup on each shoe bought, accord- 
ing to its merit, there will be happiness and rejoic- 
ing in the trade when we meet next January in 
Chicago. Yours was a gallant effort, and I com- 
pliment you very highly upon it.”—Everett Brad- 
ley, Bradley-Goodrich Co., Inc., Haverhill, Mass. 


i haeeead * * * 


Wanted—-Dependable Merchandise 


“T want to thank you for your book, “The Curse 
of the Shoe Trade, and How to Remove It.’ 

“Your message is on a subject that ordinarily 
has been particularly hard to have the average 
dealer understand, but you have expressed the 
message in such a clear and readable manner that 
we feel it will do a great amount of good among 
the trade. 

“Tt might be some satisfaction for you to know 
that we are actually beginning to feel the results 
of your hard work along the line of a better mark- 





up. Hardly a day goes by now but that we are 
called upon to figure on new lines, as some of our 
customers term it, of ‘dependable merchandise,’ 
that will show them a greater profit.”—Fred A. 
rewster, vice-president, A. J. Bates Co., Webster, 
Mass. 

* * * 


A Banker’s Viewpoint 


“The book which you were good enough to 
send me, “The Curse of the Shoe Trade,’ has been 
read with much interest, and I think you are ab- 
solutely right in wishing to get the shoe trade on 
a safe and sane basis. 

“There are very few lines of industry which 
are having as hard conditions to meet as your par- 
ticular line, and I am glad that you are trying to 
put the business on a better basis. Too much style 
is just as serious a handicap as over-production, 
and I hope the shoe trade will be able to eliminate 
a great many of these freak shoes that are more 
or less a handicap in getting the business back to 
normal conditions.”—Charles S. Caldwell, presi- 
dent, Corn Exchange National Bank, Philadelphia, 
Pa. 

* * * 


Going To Try It 

“Thanks very much for the book entitled ‘The 
Curse of the Shoe Trade.’ Have read it and sin- 
cerely believe that you have touched the vital spot, 
providing you can find enough of us with the 
backbone to carry on as outlined. Frankly, we 
have started each season with the firm intention 
of doing just about what you have outlined, but 
this, that and the other thing have always inter- 
vened so as to bring about the lowering of our 
gross profit enough to eliminate the net. 

“We do hereby pledge you our hearty support 
in so far as our store can, and will, to raise the 
standard of the shoe retailing to the place where 
it rightfully belongs. We assure you that we ap- 
preciate your efforts to help us.”"—C. L. Weiser, 
C. A. Weiser & Son, Orrville, Ohio. 


* * * 


Forget Your Competitor 


“It gives the writer much pleasure to acknowl- 
edge receipt of your copy entitled ‘The Curse of 
the Shoe Trade,’ and I congratulate you on having 
the conviction of your opinion to express it so 
boldly to the trade and the public in general. 

“My experience in the business, and more truly 
since I have been located in Brooklyn, has shown 
me that we are too much concerned in what our 
competitor is doing, rather than taking the initia- 
tive and standing individually. 

“The one concern with whom I was associated 
for approximately thirty years has been successful 
since its inception by adhering to the principles you 
so forcefully advocate in your booklet.”—Lewis S. 
Duling, Fred A. Eyre & Co., Inc., Brooklyn, N. Y. 
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My Idea of a Children’s 


Shoe Department 


By Mrs. Sara Harris 
Of the Macon Shoe Co., Macon, Ga. 


HE hardest 

thing in 
managing a chil- 
dren’s  depart- 
ment is keeping 
the trade, rather 
than getting it. 
My experience 
has taught me 
that in dealing 
with children, 
patience is a 
prime requisite. 
It requires considerable patience, 
coupled with a pleasing disposition, 
successfully to cope with the whims 
of child nature. 

It is necessary, too, to keep them 
amused, so we have musical chairs, 
rocking chairs in the shape of ducks, 
and other things of that nature, that 
will not only hold their attention 
but will make the department stand 
out in their minds as “the nice place 
where they got their pretty shoes.” 

As children’s styles closely follow 
the women’s patterns, it is quite 
necessary that we merchandise them 
in exactly the same manner. Novel- 
ty patterns must be kept coming, 
and, what is equally important, they 
must be kept moving so as not to 
accumulate. Periodic sales are as 
necessary in this department in keep- 
ing the stock fresh as in any other 
in the store. 

Too much stress cannot be laid on 
fitting children correctly. If they 
like a shoe, they may say that it fits, 
whether it does or not, and the re- 
verse iis equally true. So that there 
will be absolutely no question of the 





Mrs. Harris 
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correctness of the fit, every little one 
is taken to the X-ray machine and 
the fit is verified. By following this 
method, we never have a dissatisfied 
customer. In fact, I nearly always 
have the same children to fit each 
season. They, in turn, tell other chil- 
dren. This, to my way of thinking, 
is one of our best ways of advertis- 
ing and is one of the main reasons 
for our steady growth. 


Stick with a Style That 
Stays Good 
6“ O many merchants and buy- 


ers do not take full advantage 
of their free sellers,” says Ben Cohen 
of Kaufman’s in Pittsburgh. “I buy 
frequently and stay with a style as 
long as it lasts. It is these steady 
sellers that we keep shooting in size 
up orders on, that carry the burden 
of many experiments. We find that 
these free sellers are the best means 
of counteracting the effects of the 
slow-selling merchandise. Turnover 
does not always tell the story of the 
success of a line, as we get as much 
turnover on lines that we lose money 
on as those that we make money on, 
for we simply must sell them. With 
fifty people selling shoes on the 
floor, we must make selling as simple 
as possible and we must make the 
reasons for selling at various prices 
plain to the customers.” 

* * * 


An Inexpensive Style 
Show 


OCAL style shows seem to be get- 
ting to be a regular event now 

in many localities. Some stores, like 
the Bullock Shoe Co. in Montgomery, 
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by Harry R-Terhune 


Jield Editor 


Ala., plan to have them twice a year. 
By cooperating with a ready-to-wear 
house that furnishes the hats and 


dresses, a photographer, a_hair- 
dresser and a furniture house, a most 
creditable spring or fall opening is 
presented to the people of Mont- 
gomery, Ala. Local, parent and 
teachers’ councils in towns within 
a radius of forty miles sponsor the 
show when it comes to their city. 
No admission is charged in Mont- 
gomery, but in the other towns a 
nominal admission is asked, with the 
proceeds going to the P. T. Council. 
Models are society girls whose only 
pay is the thrill of being in the spot- 
light. 


Using Awnings as Trim 

















HE awning idea is being used 
quite effectively by the Arthur 
Wallace Stores in Boston as a means 
of adding life and color to their win- 
dows. These awnings are supplied 
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by a local decorating concern at a 
very small-cost. As they are made 
of brightly colored cardboard, they 
may be cut to any desired length. 
One of the store’s large panels is 
shown in the drawing. This size 
panel has natural looking artificial 
roses climbing up a trellis. On the 
narrower panels are various scenes 
ranging from mountain to ocean 
landscapes. At the bottom of the 
panels are yellow window boxes filled 
with bright colored flowers. The 
boxes are a couple of inches high and 
an inch wide, just large enough to 
carry out the idea. All around the 
back of the windows is a two-inch- 
high white: picket fence which adds 
greatly to their effectiveness. To 
Samuel Leavitt, display manager for 
the stores, goes the credit for con- 


ceiving and executing the display. 
* = * 


Moving Them with 
Postcards 


HEN Buyer W. C. O’Malley 

finds that he has an accumula- 
tion of shoes that need to be moved 
(and this occasion is very rare) a 
post card is sent to the book cus- 
tomers of the Edw. Malley store in 
New Haven, advising them of a pri- 
vate sale. This always brings the 
desired results. The last card sent 
was printed in black ink on a gold- 
colored card with the heading “Your 
Golden Opportunity.” 


* + 


Three Mottoes 


ERE are three totally unrelated 

thoughts picked up the past 

few weeks that are too good to keep: 

W. E. Shine, Birmingham— 

“Every time you lose a sale, you are 

losing something that cannot be re- 
placed.” 

S. J. Brouwer, Milwaukee—“It is 
the healthy foot that wears out 
shoes, not the sick foot.” 

I. B. Howe, Boston—‘‘When one 
begins to consider the function of 
the foot, one begins to realize the 
necessity of fitting that foot prop- 
erly.” 


= - = 


Buying Sizes Right 
E has got a hobby on buying 
shoes in the right proportion 


of sizes, has Buyer Newbold of the 
Smith-Casson store: in Cincinnati. 


Ninety per cent of the iost sales in 
the average store are lost from not 
having the right sizes, but in his 
department, out of 167 customers 
lost over a long period, only seven 
were lost on account of sizes. It is 
possible to sell a customer who needs 
5AA, a 414AA, but it is not the way 
to sell if one wishes to hold trade. 
Tail end sizes may be eliminated if 
the shoes are bought in the same pro- 
portion as they are sold. 
* * * 


How Risley Sells More 
Men’s Shoes 








A Personal 
Invitation to MEN 


To Meet 
Mr. Hart 


At Our Store Tues. and Wed. 
Feb. 22 and 23 


Co Vuntee and Wednesday, Feb. 220¢ and 33rd. Mr F mB 


Hart, representing the Crossett Shoe Company. makers of Mens 
Fas Sencar ott be ot our store for us to select our spring 
e footwear 


To pick styles to suit every man bas aoe 8 ones s herd 
ause our idea and yours may not agree at al! 


ir Of shoe store service ve 8 iittle 
more than just sell pop k TRS Pl og 
of your SoaED gus Gay eas t bring. to come and tell us what 


He pe PK A Bo all occasions to show you. 
and we will be glad to have your opinion of them. If you care 
to make @ personal selection, we cam arrange that also. 


See WINDOW DISPLAY Tonight 














14 Main St. 


ICHMOND, IND.—C. E. Tur- 
ner, manager of The Risley 
Shoe Co., sells more men’s shoes than 
any other retail shoe merchant in 
this city of 30,000 by concentration 
of effort. Mr. Turner says that he 
realizes men are still wearing shoes, 
and that if the same effort, in which 
advertising plays a large part, is put 
forth on men’s shoes as on women’s 
shoes, the business is to be secured; 
provided good footwear and a good 
service are offered. 

Risley’s men’s shoe department 
consists of one well-known, national- 
ly advertised line, made by a house 
which cooperates with the store in 
its local newspaper advertising to 
the extent of allowing 50 per cent 
of what Risley actually spends in 
this direction. For the “men’s 
spring opening” this season, F. E. 
Hart, the traveling salesman cover- 


ing this account, spent two days at 
the store showing a special array of 
samples to the men of this city. 
Shoes, including tans, blacks and 
sport shoes, were displayed in an 
earlier-than-usual showing, which 
resulted in several pairs being sold 
during the demonstration. 

In addition to a liberal sized ad in 
the daily papers in the form of a 
personal invitation to men to meet 
Salesman Hart, 500 invitations were 
mailed to the men of Richmond, ad- 
vising them of this “Men’s Shoe 
Style Show for Spring.” This re- 
sulted in bringing more than 200 
men into Risley’s men’s shoe depart- 
ment during the two days’ showing. 
The newspaper advertising and per- 
sonal invitation to men was tied up 
to a window in which men’s shoes 
were featured exclusively. 

* * * 


Show Them Lots 
of Shoes 


HE experiment of opening up on 

a customer with five or six pairs 
of shoes at the beginning of the sale 
has been found to be successful in 
the I. Miller Shops in New York. 
Instead of showing one pair at a 
time, the showing of several pairs of 
shoes of a type has been found the 
means of increasing sales to a no- 
ticeable extent. Rather than confus- 
ing the customer, this method 
results in more pair per person sales 
than the ordinary way. The idea is 
not to use high pressure salesman- 
ship, but actually to serve the cus- 
tomer better by selling her several 
pairs at once. 

To prove how this organization 
values repeat business, the salesmen 
are paid on a sliding scale that is 
based on the number of times that 
a customer returns to one certain 
man. To illustrate, the salesmen get 
twenty-five cents on the first sale. 
When the customer returns and asks 
for the same man to serve her, he 
gets fifty cents for the second sale. 
For the second repeat sale, he gets 
seventy-five cents, and a dollar for 
the third repeat sale. Multiple sales 
are increasing in these stores, just 
as the repeat trade is coming back. 

There is something for the smaller 
town merchant to think about in this, 
as too many think that the big city 
trade is made up of about 95 per 
cent transients. Wherever the store 
is, it is the repeat business that 
counts. 
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GOLDE 


Sponsored by 
The Footwear Mode 


OLDEN BROWN is a colour that has given the shoe 
industry considerable cause for pride. 





It is a colour created and sponsored by a member of 
the industry. It has survived season after season of profitable 
popularity. It is a colour whose usefulness is not restricted 
to a certain class of trade. Every manufacturer and every 
retailer can depend upon it regardless of his clientele. 


Autumn, 1927, once more sets the stage for Golden Brown. 
Its first appearance of the season is now but a few weeks 
ahead. Past experience suggests the wisdom of ordering 
kidskin in this popular colour at the earliest possible date. 





Supreme in White and Colours 


Amalgamated Leather Companies, Inc. 


319 Arch St., Philadelphia 
Factories : Wilmington, Del. 
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BROWN 


Featured in 


The Costume Mode 


















ORE definitely than in any previous season Golden 
Brown will, this year, dominate the Costume Mode. 
Wherever women are attracted to displays of hats, 

gowns, hose and other garments, they will be shown in- 
numerable arrangements and adaptations of Golden Brown. 
And since the modern woman thinks of footwear as a part of 
her complete costume, she will be on the lookout for smart 
models in shoes of Golden Brown. 


Since we are the originators and sole producers of Golden 
Brown Kid, colour No. 21, we are prepared to furnish it in 
authentic colour—and at the required time. 


Supreme in White and Colours 





Amalgamated Leather Companies, Inc. 


319 Arch St., Philadelphia 
Factories : Wilmington, Del. 














P. S—“STAR BRAND SHOES ARE BETTER” 
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Our in-stock novelty patterns not only mirror 
the style tendency of the day but they are built 
up to the standard that folks demand and have 
a right to expect in the shoes they buy. 





The “Star Brand” line is a long, strong line that 
covers practically every need. 


The corrective shoes in our Arch Maker, Dr. 
Watkins and Foot Healer lines, are without a 
peer. 


Take advantage of our in-stock service on shoes 
that are in style too. 





ROBERTS, JOHNSON % RAND 
Branch of international Shoe Ca. 


ST. LOUIS, U. S. A. 
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Dancing Pages to be seen at the St. Louis Fashion Pageant. 





St. Louis’ Eleventh Annual Fashion Pageant 
Attracting Nationwide Interest 


The Eleventh Annual Fashion 
Pageant to be held at the Garden 
Theatre, St. Louis, August 4 to 17, is 
arousing unusual interest throughout 
the country among merchandisers of 
women’s ready-to-wear, millinery 
and footwear. 


This year most. careful study has 
been given to the proper harmony of 
costume in presenting fall styles on 
the runway. Special attention is be- 
ing given to the presentation of 
proper footwear styles. Astute shoe 
buyers will welcome the opportunity 
to study, at close range, footwear for 
fall with relation to the ensemble. 


In addition to the major feature of 
having forty beautiful models exhibit 
fall fashions, there are other sup- 
porting attractions which add such 
glamor as to really cause the affair 
to be termed a spectacle. The Perfect 
Garment Model Contest — national 





in scope—will bring young ladies to 
St. Louis from all sections of the 
country to compete for the $1,000 
prize. The movie producers will 
have their scouts on hand for the 
selection of possible movie stars. 


Interspersing the three prome- 
nades there will be spectacular enter- 
tainment ensembles in which danc- 
ing, singing and specialty acts will 
take place. 


As the world’s most artistic trade 
style show, the basic theme of which 
is “Art in Industry,” the Pageant 
has come to be recognized as one of 
the outstanding merchandising events 
of the year in the United States. It 
draws thousands of merchants each 
August. The railroads will allow 
visiting merchants fare-and-half 
rates to St. Louis on their August 
buying trips. 
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The demure woman is with us again! Sweet femininity 
has once more become the “style.” Milady lets her hair 
grow, dresses it low upon her neck, adopts a new note 
of restraint in clothes and manner. The sensible re- 
action to jazz in dress and footwear is expressed by 
Tweedie in this beautiful, ladylike pump . . . a victory 
for good taste after the deluge of wild patterns and 
freak color combinations that for months have char- 
acterized the shoe trade. Pumps are the most useful 
article of foot apparel in Milady’s wardrobe. This at- 
tractive pattern, made in patent leather, black satin or 
dark blue kid, will find immediate favor with your trade. 


C&MARTLY @9RIM AND @9RIMLY CSMART— 
@9HE GfL2UMP GRETURNS TO @FAVOR! 


esencaee | 
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616-1—Patent Leather vamp and foxing, French Bound 
pump, our #139 last with a 19/8 spike celluloid 
covered heel. 


616-2—Black Satin vamp and foxing, French Bound 
pump, our #150 last with a 21/8 spike Black 
Satin covered heel. 


616-3—Dark Blue Kid vamp and foxing, French Bound 
pump, our #126 last with a 18/8 spike Blue 
Kid covered heel. 


TWEEDIE FOOTWEAR CORPQRATION 


General Offices and Factory — Jefferson City, Missouri 
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REG U.S. PAT Orr. . 


Smartly Styled 
Shoes for the 
Smartly Styled 





Shoes that add to a 
costume already smart 
—giving that subtle 
touch called charm — 
with lines as chic as the 
mode itself—glorifying 
the American girl’s foot- 
wear—this is the em- 
bodiment of 

“In Step With Fashion” 


Shoes. REG Visiting merchants are in- 


FLA PELL T RS, 


ar vited to see the complete 

Made to Order Only I 4 line of “In Step With Fash- 
——— =< ) ion” Shoes at our enlarged 
Factory Showrooms, 4060 

Forest Park Blvd., St. Louis. 


tes a” -— .. toe Se, 


Heys, WV JAl ILAMMPIE SIBIOIE CO.  coi# 
ele ST.LOUIS Manufacturers U.S.A. ; iS 


FOURTH ANNUAL ST. LOUIS PAGEANT OF FOOTWEAR FASHIONS, NOVEMBER 28, 29, 30 AND DECEMBER 1, 1927 
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Come to the St. Louis Style Show! 












—August 4th to 7th— | 
































You will see the “New Things” attractively displayed by beautiful 
models. The combinations and color effects will be wonderfully brought - 
out in the costumes on display. tl 

; 0: 

On the runways—out in the open air—you will note the appearance ’ 
and the‘splendid fitting qualities of St, Louis made shoes. You will then 
readily understand why St. Louis is the shoe center of the world. 

Then Come to Peters Shoe Headquarters 
| 
at Thirteenth and Washington Ave. and see the styles worn by our 
models in our new line for Fall, and on our floors in all sizes and 
i widths, ready for quick shipment. 
, h 
You will find these pretty straps, ties and oxfords attractively priced, if 
and always built up to the “Diamond Brand” standard of quality. - 
) N 
While in St. Louis, make our store your headquarters. Let us ~ 
| help make your trip a pleasant and profitable one. - 
a 
- be 
Ww 
m 
Pele@vsy ....---- 100s } 
Branch of I. S. Co. Je 
n 
al 
C 
tr 
hi 
bi 
th 
ye 
te 
Ww 
Ci 
al 
sy 
th 
A | ] 
qu 
: OM AieNg a 








10, 1927 


Se 











July 30, 1927 


BOOT AND SHOE RECORDER 


Who's Who on the Road 





Travelers Report Better Understanding Exists 
as to New Prices and Styles 


L L. IMIG, president of the Wisconsin 
*Shoe Travelers’ Association, is one 
of the speakers at the Wisconsin Shoe 
Retailers’ Association banquet, which 
will be held at the Hotel Plankinton, on 
the evening of Aug. 3. Mrs. Imig (wife 
of L. L.) is chairman of the ladies’ re- 
ception committee. 





HARLES I. 

SLIPHER, sec- 
retary of the Indi- 
anapolis Shoe 
Travelers’ Associa- 
tion, between mak- 
ing arrangements 
for the N.S. T. A. 
annual convention, 
to be held at Indi- 
anapolis in Jan- 
uary, 1928, and 
taking care of his 
trade, is a very 
busy man. Already, 
hotel arrangements 
have been made for the convention, and 
if possible, arrangements will be made 
for reduced rates by which those dele- 
gates who are to attend the travelers’ 
National “Get Together” may also at- 
tend the N. S. R. A. Convention, to be 
held in Chicago, with stop-over priv- 
ileges, on the way to Chicago, at Indi- 
anapolis. Plans, however, are very 
much in the embyro stage at the pres- 
ent time, even the dates have not yet 
been definitely decided upon, but they 
will precede the dates of the Chicago 
meet. 





Charles I. Slipher 





LWYN KIRKLAND, district man- 

ager at Columbus for the Endicott- 
Johnson Co., has been traveling over 
Ohio territory considerably. By a re- 
arrangement of the territory of the 
Columbus branch D. A. Booth, who 
traveled Ohio for a number of years, 
has been transferred te the Detroit 
branch. Hayden Butler, who was in 
the Endicott factory for a number of 
years, has been placed in southern Ohio 
territory —(UTPS). 





ENE RIVERS, for the past eleven 

years with Churchill & Alden Co., 
will join the salesforce of N. B. Thayer 
Co., of East Rochester, N. H., Aug. 1 
and will cover the big towns in Penn- 
sylvania, Ohio and West Virginia with 
the firm’s line of men’s and boys’ welts. 





A. JENKS, who travels from Denver 
to the Pacific Coast for the Churchill 
& Alden Co. of Brockton, Mass., is in 
the East at the present time, with head- 
quarters at the Boston office, 183 Essex 
Street, getting his samples for fall 
lined up, preparatory to his Far West- 
ern trip. He will arrive in his territory 
about Sept. 1. 


By HELEN M. HANEY 


RANK J. LARKIN of Waterford, 

Wis., N. S. T. A. regional direc- 
tor and secretary of the Freeman 
Shoe Mfg. Co., is one of the speakers 
at the banquet of the Wisconsin Shoe 
Retailers’ Association, which will be 
held in the Sky Room of the Hotel 
Plankinton on the evening of Aug. 3. 
Mr. Larkin also heads the banquet com- 
mittee. The other members of his com- 
mittee are: Elmer Olson, Charles Dia- 
mond, Walter Neubauer, Adam Meisen- 
heimer and Leo. T. Brandenburg. 





| hee HAAN, for four years New 
England salesman for Selz, Schwab 
& Co., and prior to that representing 
the Holland Shoe Co., has now been 
promoted to take charge of the men’s 
in-stock department of Selz, Schwab & 
Co., and will call on the big house ac- 
counts, the country over, for the Selz 
folks. His headquarters will be at the 
Selz, Schwab factory at Chicago. 





PRICE ADVANCES REFLECT 
CONFIDENCE IN GOOD 
SHOEMAKING 


(By T. A. Delany, Secretary of 
: the N. S. T. A.) 


Most of the shoe travelers are 
now in their territories, “finishing 
up the raw edges” of late summer 
and early fall trade. While the 
majority of the salesmen trans- 
acted practically the big end of 
their business before the Fourth 
of July, there are others, on ac- 
count of weather conditions, the 
uncertainty on the part of many 
merchants about the advance in 
leather prices and their reaction 
in advanced shoe prices, the un- 
certainty on the part of many 
merchants as to the style situa- 
tion, who are not finishing their 
trips until now. However, the 
bulk of the late summer and early 
fall business has been completed 
by traveling salesmen. Those who 
left for their territories after the 
July 4 holidays, report that there 
is at the present time a much 
clearer understanding on the part 
of merchants as to price advances 
and styles. 

Shoe salesmen reporting to the 
N. S. T. A. office state that price 
advances are reflected in more 
confidence in those lines of shoes 
that have always given good 
values, good shoemaking, good 
styling and good fitting. Houses 
which have always made good 
merchandise will not be affected 
by the new increased prices. 














P. LUND represents the Cohoes 
¢ Envelope Co., manufacturers of 
Cohoes Shoe Carrying bags. He sells 
these to manufacturers and to retail 
merchants. It is reported that he re- 
cently made a sale to a Rochester deal- 
er of 25,000 hosiery carrybags. Mr. 
Lund is now covering Western terri- 
tory. 
RED W. MOR- 
ITZ, general 
sales manager for 
the Harsh & .Chap- 
line Co., was toast- 
master at the re- 
cent banquet held 
at the Chenequa 
Hotel, Pine Lake, 
Wis., at which 
about 30 salesmen, 
executives and fac- 
tory and tannery 
heads, were pres- 
ent. William Mc- 
Cabe, who travels 
Texas, was awarded a prize for show- 
ing the largest percentage of increase 
in this season’s shipments over those 
of last season; Dave Marks won a prize 
for making the greatest increase in 
volume. Vince Cramer, who covers Mil- 
waukee and adjacent territory, re- 
ceived honorable mention. P. Raddatz, 
superintendent of the tannery, gave a 
talk on his activities; B. Koecher gave 
a talk on “Still Greater Increased Pro- 
duction”; John W. Craddock of the 
Craddock-Terry Shoe Co. of Lynchburg, 
Va., and George P. Utley, G. L. An- 
deron of the Boot AND SHOE RECORDER, 
and A. C. Klein of The Shoe Retailer, 
gave talks. George Lambert, of the 
traveling sales force, who has a splen- 
did reputation as a good story teller, 
told a bunch of “brand new ones.” 





Fred W. Moritz 





UMNER C. KOCH travels the Wis- 

consin and Minnesota for the Stan- 
ley Duttenhofer Shoe Co. Mr. Koch 
formerly covered this territory with 
the Johansen Bros.’ line. He reports 
good business from his territory. 





E. DAWLEY has recently joined 

¢ the salesforce of the W. B. Coon 

Co. He will cover Montana, Wyoming, 

Idaho, Colorado, and other nearby 
States. 





A. (STEVE) BRODIE, one of the 

@ best known shoe representatives 
on the Pacific Coast, who has traveled 
that territory many years, has become 
associated with the Pedigo-Weber Shoe 
Co., St. Louis, and will take charge of 
Pacific Coast territory. Steve has a 
host of friends in the shoe trade, all of 
whom will wish him the fullest measure 
of success. 
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KEEP IN STEP 


Style 5436 
Patent Nina Strap 


11/8 Covered Heel 
75 Last 


Price 
$4.25 


Style 5634 
Patent Heart Strap 


10/8 Covered Heel ; 
73 Last 


Price 
$4.35 


In Stock 


Burdett again offers the 
service of an In-Stock 
Department. A limited 
number of popular pat- 
terns are carried, with 
prompt delivery as- 
sured. 


Burdett’s Turns for 
Growing Girls are keep- 
ing many a progressive 
merchant “in step with 
youth.” Stock shoes are 


carried AA to C—2Y%-7 


(Styles shown ready Aug. 15) 


Burdett Shoe Co. 


Lynn, Mass. 
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WITH YOUTH 


Style 5458 


Patent Eleanor Pump 
9/8 Covered Heel 


73 Last 


Price 
$4.10 


Style 5635 


Patent Twirl Strap 
11/8 Covered Heel 


75 Last 


Price 
$4.60 


“SBURDE! I 
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M. E. SCHAEFFER and Sidney J. 
¢ Zeffert showed the Brockton Shoe 
Manufacturing Co.’s line at the Boston 
Shoe and Leather Fair. E. F. O’Neill, 
treasurer and general manager, was 
also present, having returned from a 
week’s vacation. All report a good 
business. 


eg D. COLLINS, who sells 
The Excelsior Shoe Mfg. Co.’s line 
of Portsmouth in Chicago, and adja- 
cent territory, has been receiving the 
condolences of the trade, on the sudden 
death of Mrs. Collins. Mrs. Collins 
died suddenly of apoplexy on July 9, 
only a few hours after her husband’s 
return from a trip. Besides her be- 
reaved husband, she leaves two sons of 
twenty-two and eighteen years of age. 


WARREN MURRAY of the Riley 

¢ Shoe Co. of Columbus, Ohio, 
visited the Boston Shoe and Leather 
Fair. He was formerly head of the 
Murray Shoe Co. of Lynn. He is one 
of those shoemakers who learned the 
trade from his father, a cordwainer, 
who made shoes by hand. Fortune at- 
tends him in Ohio. But he likes to get 
back to New England every once in a 
while to talk with friends, old and new. 


RANK W. LORD, who covers the 

Middle West, and A. K. Wood, who 
covers the trade from Boston to Chi- 
cago, are off on a short trip, with their 
fall lines for at-once delivery. 


J. HOWE, who covers the Middle 
@West for Gorman, Tarr & Water- 
house, Inc., left Boston last week for a 
month’s trip to the Middle West. Mr. 
Howe is vice-president of this house. 


C. COPELAND, formerly retail 

shoe salesman, at one time in Bos- 
ton—later connected with shoe selling 
and publicity work in Syracuse, now 
handling the advertising and sales end 
of the Ced-O-Products Corporation, 
writes that Ced-O-Products are pro- 
gressing nicely, and that the business is 
rapidly growing. In addition to “step- 
ping lively” on account of his Ced-O- 
Corporation activities, he also sells 
shoes at the Nisley Co.’s Syracuse store 
on Saturday afternoons. Mr. Copeland 
is secretary of the Syracuse Retail 
Shoe Salesmen’s Association. 


RANK C. POPE has charge of the 

selling and styling end of the Ire- 
land-Grafton Co.’s line, made at Dover, 
N. H., for the jobbing trade. Mr. Pope 
says that he is doing a good business 
on his women’s novelty and comfort 
McKays, “in attractive new patterns. 
with cut outs and inlays, and some in 
plainer effects.” Patent leather one 
straps are selling in volume, he says; 
as are also black kids. Mr. Pope came 
to the Ireland-Grafton Co. about three 
years ago; he was formerly with Harry 
E. Adams, a junior partner in W. & 
V. O. Kimball. From a small business, 
Mr. Pope has increased the production 
of Ireland-Grafton Co. to 3000 pairs per 
day. “Everything looks exceptionally 
favorable to us for a good fall busi- 
ness,” says Mr. Pope. “The money 
market is easy and credit conditions 
are very much improved.” 
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HARLES J. 

V EGIARD, 
dean of the W. 
C. Goodger, Inc. 
salesforce, was 
present, with the 
other members of 
the sales _ staff 
of this house at 
the recently held 
conference. Mr. 
Vegiard report- 
ed: “Our biggest 
season, and that 
we the Goodger 
salesmen, are go- 
ing to beat our best records next sea- 
son.” Another Goodger “vet” present 
was J. E. Schofield, who covers Michi- 
gan. The salesmen and executives 
called at the Hotel Rochester, during 
the convention, to see Fred Mock, a 
member of the sales staff, who has been 
ill. The three day meet ended with a 
banquet at DeRoo’s Black Horse Inn, 
at Garbutt, near Scotsville. The 
speakers at the banquet were: W. C. 
Goodger, Ed Bradley, Charles Neu- 
berg, J. E. Schofield, Mr. Batterson and 
Ross Seward of the RECORDER. 


C. J. Vegiard 





“KEEP A STEP AHEAD” 


“Never in the history of in- 
dustry has the world faced the 
rapidly changing economic con- 
ditions which are existent today. 

“To keep abreast, to keep just 
a step ahead, to be ever on the 
job—on the alert—is what we 
rightfully expect of every sales- 
man. 

“To know the problems of your 
territory, of your customers, of 
your prospects, is no small mat- 
ter indeed. That requires time 
and study, backed by frequent and 
constant contact with your trade. 

“If you feel you are doing 
this—that is fine. If not, you 
should resoureefully plan a pro- 
gram of action which will assure 
you of the utmost success.” —H. W. 
Cook, president of the National 
Boot and Shoe Manufacturers’ 
Association in “Nettleton Table 
Talk.” 











AMUEL H. UHLER, aged 73, one 

of the best known and beloved whole- 
sale shoe salesmen in the United States, 
was recently found dead from natural 
causes in his apartment at Vernon 
Court, Newton, Mass., by his wife, who 
rushed to the room on hearing his cries 
of distress. Mr. Uhler was born in 
Pottsville, Pa., and entered the shoe 
business at the age of fourteen. He 
came to Boston in 1879, and first sold 
men’s shoes here for the old firm of 
E. & L. Sprague; at one time, he also 
represented J. E. & W. G. Wesson; 
his last connection was with the Rowan 
& Moore Shoe Co., whom he repre- 
sented for the past three or four years. 
“T don’t think that Sam left an enemy,” 
said one of his old friends in the trade. 
“He was a gentleman and a credit to 
the industry; he was very highly re- 
garded by Western and Southern mer- 
chants, as well as by Boston mer- 
chants. He was a genuine friend and 
counsellor; he had a fine personality 
and greeted an acquaintance as if he 
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were genuinely glad to greet him. He 
was truthful, and his word relied upon 
as the final one necessary to bring 
about the consummation of any project, 
or the solution of any problem.” Mr. 
Uhler was very successful in his work. 
He was a past president of the Boston 
Shoe Associates and president of the 
Hunnewell Club of Newton. He is sur- 
vived by a widow. 


F. STRUB recently joined the 

¢ salesforce of C. Gotzian & Co., 

following a short time spent as factory 

salesman for this house. Before join- 

ing the Gotzian organization, Mr. Strub 

was a well-known figure in the retail 
shoe trade of St. Paul. 


A. HAZLETON has recently be- 

*come associated with the Women’s 
Novelty Shoe Mfg. Co., Inc., of Lynn, 
Mass, of which Jacob Jarnes is presi- 
dent, to take an active interest in, and 
act as sales manager for, this house. 
Mr. Hazleton states that the factory 
will operate along the same lines as in 
past years, pursuing the same liberal 
policy and good service. The Boston 
sample room of this corporation is at 
207 Essex Street. 

NE of the interesting entertain- 

ment features of the recently held 
Walk-Over Convention was a fast 
volley ball game between Walk-Over 
Salesmen and Walk-Over credit sales 
department members. The shoe travel- 
ers were defeated, three games to two. 
The nine comprising the salesmen’s 
team were: Paul Cushman, Edward 
Callahan, Eric Harnesk, F. Weston 
Townsend, Emery T. Chase, Fred M. 
Regnell, and Everett T. Phil. The 
credit sales nine were: Harold W. 
Copeland, Carl G. Kendall, James 
Kehoe, Harold Grundberg, Kenneth 
Hannah, and Harry Garland. 


A. KASSELL, who has _ been 
¢ covering Ohio for about eighteen 
years with various lines, has taken on 
the Hutchinson-Winch line of the In- 
ternational Shoe Co., for Central and 
Southern Ohio. Mr. Kassell was for- 
merly a representative of the Dr. Adler 
line of children’s shoes. Mr. Kassell 
has now completely recovered from a 
broken leg received in Detroit early in 
the year.—(UTPS). 


W. KOUNTS, George Miller, 

¢ Horace Mayers, Howard E. En- 
sor and George L. Goll, have recently 
been admitted to membership in the 
Ohio Shoe Travelers’ Association. Ed- 
ward Macklin has been admitted as an 
associate member.—U. T. P. S. 


E. ATKINS, formerly with the 

¢ Columbia Shoe Company of She- 

boygan, Wis., Eastern Ohio and West- 

ern Pennsylvania, is now carrying the 

Mayer Honorbilt men’s line in the same 
territory. 


J. MARTIN, who for many years 
ie has covered Michigan territory for 
the Moore Shoe Company, St. Louis, 
has recently taken over the Missouri 
representation of the Mayer Martha 
Washington footwear. 


“Tis skill, not strength, that gov- 
erns a ship.” 
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OO =| Tien 
Shoes 


HAVE ALWAYS COMMANDED 


()% 


GROSS PROFIT 


RETAILING READILY AT 


$8.50 to $10.00 

















NATIONAL DISTRIBUTION 
637 Dealers...an increase of 149 in 30 days 


This map showing the Foot-Friend Dealers in each State 
is evidence that these Light land Airy Welt Shoes combine 
Profit, Style, Fit—with all the sales appeal of Comfort. 


Your inquiry for In Stock Catalog of 13 Leathers made in 
6 Styles will be answered—write 


THE LAPE & ADLER CO. 


matine FOot Fiend to 


at 
COLUMBUS, OHIO 


ty” a 5 NS 


Carried in Stock 


FOOT -FRIEND 
CONSTRUCTION 





LIZETTE 


In Stock No. B-205—$5.75 


All Madrid Brown Kid with 14-8 
wood covered heel. 
This color is in demand. 


In Stock No. K-203—$5.00 


All Black Kid, with 14-8 leather 
heel. 


In Stock No. P-251—$5.10 


All Patent Leather, with 14-8 
celluloid heel. 





OLGA 


In Stock No. P-252—$5.50 


Patent Leather Vamp and Quar- 
ter. Black Suede cutout straps. 
Trimmed with a beautiful silyer 
oxidized button shield. 14-8 
Celluloid heel. 


In Stock No. K-202—$5.50 


All Black Kid, with 14-8 Cellu- 
loid heel. Trimmed with a beau- 
tiful silver oxidized button shield. 





LA PORTE 


In Stock No. T-261—$6.00 
Marsala Kid Vamp and Quarter, 
with Marron Baby Boa tongue 
and quarter inlay. 14-8 wood 
covered heel. 


In Stock No. P-257—$5.65 


Patent Leather Vamp and Quar- 
ter, with Black Suede tongue 
and quarter inlay. 14-8 Celluloid 
heel. 











“FOOT-FRIEND” COURIERS 


Dunbar Archer A. Ray Jackson Larry O’Connor Barney Coens 
H. L. Lape, Jr. A. P. Richards Bertrand J. Coens Paul J. Lee 
Jack Spuriock Ray Glascock F. A. McGiffin Tom Talbott 
J. C. Friedauer J. R. McNierney J. C. Thomas Dolph G. Hoyt 


Phil Miller 


Light and Airy Welts — 









































July 30, 1927 









































TYLE, after all, is the rea/ factor 

in determining the choice of foot- 
wear. And, style is largely a. matter 
of leather. Shoes made with Tand- 
rite Calf show their style qualities to 
the fullest advantage, because Tand- 
rite Calf has a beauty of finish, a tex- 
ture, a mellowness that is distinctive. 


... She, too, will appreciate this calf! 
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E.HUBSCHMAN & SONS, wc. PHILADELPHIA, PA. 





The tanning of Tandrite Calf is, in« 
many details, the result of exclusive 
processes. Add to this the experi- 
ence, the unusual care that enters in- 
to every detail of its production and 
you will understand why Tandrite 
Calf is specified by leading retailers 
and used by exacting manufacturers. 


Samples are yours for the asking. Write—NOW! 
E. HUBSCHMAN & SONS, Inc. -~ PHILADELPHIA, PA. 


WILLOW AND ORIANNA STREETS 


Tandrite Calf 
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“Ye FREEMAN SHOE 





The Trend is Toward 
Black For Fall 


No. 886—Black Ivory and Monarch 
Grain Leather. Buck Last. Semi- 
Soft Tip. Rubber Heel. IN 
STOCK A to D. 


No. 86—Same style in New Shade 
of Autumn Brown. 


$38 


Less 2% 20 days 
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Again First With the 
Newest! 
No. 882—Black Ivory Leather. New 
(Collegiate Toe) Stallion Last. 


Half Double Sole. Semi-Soft Tip. 
Rubber Heel. IN STOCK A to D. 


No. 82—Same style in New Shade 
of Autumn Brown. 


$38 


Less 27% 20 days 


FREEMAN SHOE MEFG.CO. 


Beloit, Wis. ————— 
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DR. LYONS METATARSAL PAD 


Gives instant relief to aching feet and prevents fallen arches 


QUICK SALES—GOOD PROFITS 


Can Be Worn in Comfort in the Tightest Fitting 
Slipper or Oxford 





Now being installed with cement. 
Special tube with each pair. 


Made of soft Sponge Rubber with 
a fine kid topping and is easily in- 
stalled in any shoe. 


Also Made in a 
PLAIN PAD 


double thickness 
without kid topping 


Eliminates Cramps and Pains in 
toes and calf of leg as indicated 
by arrows above. 


Put, Up, One Pair to a Carton 


Large $3.50 Doz. Prs. Plain $2.50 Doz. Prs. 


Discount 5%—™% Gro. 10%—1 Gro. 








Originators and Manufacturers 
of 


LYONS COMBINATION 


Hose Protector and Heel Rest. 
1 Doz. on two-color Display Card $2.50 Doz. 


LYONS HOSE PROTECTORS 


1% Doz. on Beautiful Display. Card. 
Large, $1.90 doz. 
Medium, $1.60 doz. Small, $1.40 doz. 


LYONS PARAMOUNT SAV-HOSE 


One Doz. on attractive display card. 


DEFIANCE HOSE SAVER 


One Doz. on two-color Display Card. 
$1.10 Doz. $12.00 Gross $10.80 5 Gross $1.75 Per Doz. 


All Good Jebhers Handle Them! 
Lyons Host PROTECTOR . 


OMAHA, NEBRASKA 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 








Do Your House Cleaning Before Autumn Comes— 


Stock Will Need Sprucing Up 


Be ready to start the new 
season with a new slate. 

The longer you hold summer 
weights and summer styles now, the 
less you’ll realize on them. 

Make your clean-up prices attrac- 
tive enough to get quick action so 


Ss will the store equipment. 


fall decorations. If these haven’t 
been selected and ordered, you 
should get busy now going over the 
catalogs of the artificial flower 
houses. 

A few special settings for fall 
windows will prove well worth while 
for attracting new trade. 


How about your window display 
fixtures, show cases, seating and 
cabinet work? Will these be O.K. “as 
is” for the coming season? If any 
are to be renewed or replaced, or 
new ones added, further delay in 
placing orders may lead to grief. 

It behooves the merchant to work 

fast now in going over his 








that the money tied up in 
“dead” stock may be re- 
leased and put into live 
items that will turn it over 
quickly. 

If the summer stock is 
sufficiently low, one window 
may be used for bargain 
items and other window 
space devoted to sport shoes, 
school shoes, hosiery, ac- 
cessories, etc. 

Two or three one-price 
groups for women and two 
or three for men make an 
attractive showing. 

This method of grouping 
also lends itself well to 
effective display in the ads. 
If the floor plan of the store 
permits, it will help sales to 
bring the bargain items for- 
ward and display them at 
the front of the store. If 
there are a number of 
styles with few sizes on 
each, a sample of each could 
be shown with a card enu- 
merating the sizes. This 
will avert dissatisfaction on 
the part of customers over 
not being fitted in the style 
they first select, and it will 
speed up service. 

Perhaps some paint needs 
touching up here and there 
or something needs repair. 
Now is the time to check up 
on all such matters and 
have them attended to if it 
hasn’t already been done. 

There’s none too much 
time left for getting in your 











Highlights of Merchandising 


for August 

August 1-6 

Plan ahead on some special window settings 
and display ideas for September. The street 
you’re on is one long series of windows—and 
most of them look pretty much alike. Make 
sure that yours are different. Employ the 
must unusual method you can find or devise 
for displaying fall shoes. Confer with the 
display fixture and decorative houses. Allow 
several weeks for delivery of the things you'll 
need to order for this purpose. 

Give prominence to sport footwear in the 
displays this week. 


August 8-13 

If you ever run a sale on hosiery, now is a 
good time for it. This will bring people in. 
Have attractive shoe items displayed well up 
front, so that hosiery customers will see them 
and have someone stationed near these dis- 
plays who will tactfully approach those who 
show interest in them. 

This week one window might be devoted to 
an advance showing of a few styles for fall. 


August 15-20 

Put in a strong window display of school 
shoes and advertise them. 

Gather your remaining summer shoes into a 
few one-price groups and give them a smash- 
ing display in windows and in ads. 

You’ll soon have the chance to cash in on 
rubbers. These should be in the house before 
long. Are they on order? 


August 22-31 

Football shoes are in order now. The boys 
are about due to start their practice. 

Play up Labor Day in windows and ads. 
Two and a half days of recreation will empha- 
size the need of some shoes or hosiery. 











store and getting it in ship- 
shape for fall. 


Special-order Sales 


ANY times after a 

person buys a pair of 
shoes that was seen in the 
window or in the advertise- 
ment he asks, “Have you 
got a pair of those so-and- 
so’s?” Here is where the 
salesmen can make that ex- 
tra sale. Keep on hand sev- 
eral manufacturers’ catalogs 
having every conceivable 
type of footwear. From the 
customer’s description lo- 
cate the shoe in some cata- 
log. Then offer to send 
away for the shoe. Put the 
customer’s name on file and 
when the shoes are called 
for there is another oppor- 
tunity of selling shoes. 


Solicit Friends 


A sort of ticklish propo- 
sition on first thought, but 
here is just another chance 
of being of service. One 
knows the tastes and desires 
of one’s friends; when a 
shoe turns up that is an ex- 
ceptional bargain or has 
some unusual feature in 
style, drop a postal to a 
friend saying, “I saw a shoe 
today that I thought would 
be just the thing for you; 
it’s marked down. I don’t 
believe you’d get another 
like it in town for the price. 
Will I put it aside for you 
until Thursday?” 

Yours, etc. 





SO 
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Open Your Door 
to Bigger Profits with 
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Greater comfort for your customers. 


Greater durability—chairs are guar- 
oe 

Greater economy in cost. 15 years of 

experience to serve and assist you. 


ALYY DOX ON 





x 


Philadelphia: R. 703-1211 Chestnut St. 


American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 


chandise alone cannot bring. 
32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


book, ““New Styles in Shop Seating. 


Name ............ 
Address ...... 
Address Personally to. 


Gentlemen: Send me, without obligation, your helpful 32-page 

















American Geating Company 


1016 Lytton Bldg. ‘ Chicago, Illinois 
Branch Offices: ( 


New York: R. 601-119 W. 40th Se. 
Bosten: R. 302-69 Canal St. 











——— 
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This John Ward 
shop at 26 E. 42nd 
Street, New York, 
stands out strongly 
on a bright street 
because of the in- 
tensity of its light- 
ing 


Don’t Hide Your Light 


If you can look in your store win- 
dow today or tonight and see there 
reflections of yourself—of traffic 
passing—of the other side of the 
street—that means your windows 
are not lighted sufficiently. 

A greater intensity of light is 


needed to kill daylight reflections. 
These reflections come because the 
daylight on the street is of consid- 
erably higher intensity than the 
artificial light in the window. 
Likewise flashing signs across the 
road cause reflections by throwing 


Did you know that reflectors and 
lamps could make this difference? 











against the glass from the outside a 
stronger light than is on the inside. 

Look again at the shop windows 
that have most attracted you. They 
are well lighted—in most instances 
with a higher intensity of light than 
others nearby. 


These photos are of the same 
window—same trim—same day. 
They show the results before and 
after new reflectors and lamps 


were 


installed to provide the 
proper intensity of light 
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the importance of a job by its size in 
inches or dollars and cents. 
So, long ago, we learned that service counts 
—not size. With us, there is no suck thing 
as ‘‘small job’’ in our business dictionary— 
all are wanted—all are welcome. 
The requirement may be the remodeling 
of a single department in a large store. It 
may be misplaced in the general store plan. 
Sales fall off—profit, too. 
A small job?—not with us—but one of ma- 
jor importance. A slight re-arrangement— 


"Tite im is no measurement to gauge 
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balance restored—and the job has been 
well done. 

Or take the growing store; alive, up and 
coming. Today a youngster, tomorrow— 
who knows? Perhaps only a few display 
cases are needed but they should be prop- 
erly placed. 

A small job?—There are no such words 
with us. 

The exclusive shop—from the standpoint 
of floor space—a pigmy; in possibilities, a 
giant. Proper store planning is making 
these shops into big successes in beauty 
and profit. 

A small job?—It doesn’t appear in our dic- 
tionary. 

The rural store—in towns of 10,000, 5,000 
or less—facing city competition— with 
proper store planning, growing and gain- 
ing. These are the responsibilities we seek. 


GRAND RAPIDS STORE EQUIPMENT 
CORPORATION 


GRAND RAPIDS, MICHIGAN 
Succeeding 
THE GRAND RAPIDS SHOW CASE COMPANY WELCH-WILMARTH CORPORATION 


Factories 


GRAND RAPIDS 


PORTLAND, ORE. 


BALTIMORE NEW YORK CITY 


Branch offices and representatives in most principal cities 


STORE PLANNERS, DESIGNERS AND. MANUZAGTURDAS OF FINE STORE EQUIPMENT 


1 jobs 


Small job? —Of utmost importance to mer- 
chants and to us. 

Never mind what you desire. Do not think 
of the size of your company or of ours. 
We have grown larger by being faithful 
in small affairs. 

Consider only how our store planning ex- 
perience of a quarter of a century may 
serve you. Think how our manufacturing 
and purchasing economies may save you. 
Give heed to the importance of your own 
problem—the danger of delay—our will- 
ingness and desire to aid any and every 
merchant. 

Then write for our store planning service 
extended to everyone, everywhere. Send 
coupon for our latest literature. Remem- 
ber ‘‘small jobs’’ don’t appear in our dic- 
tionary. 








Grand Rapids Store E quipment Corp., Z-7 | 
Grand Rapids, Mich igan. 

Gentlemen: Please send me your latest liter- 

ature on store planning and fixtures. 
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“Lady of Light,” in a beautiful setting of softly changing color. 


BOOT AND SHOE RECORDER 


Boston Store, Milwaukee. 


Light—Color—Motion 


These Elements Never Fail to Draw the Eye 


URING the pageant “The 
Court of Neptune” in Mil- 
waukee, the Boston Store 
devoted a prominent window to a 
“Lady of Light’—a lifelike wax 
figure in a mammoth sea shell. Upon 
this figure played a flood of con- 
stantly changing colored lights. 
A control board, from which 
myriads of lighting effects were 


regulated, was installed within the 
store. The constant fluctuation of 
varying colored lights on the irides- 
cent shell and demure figure seemed 
to give life to the model. 

This exhibit, because of the 
unique lighting, proved a _ very 
strong attention getter and drew 
tens of thousands of people to the 
window. 


The elements that made this 
“stunt” so attractive are light, mo- 
tion and color. These same elements 
are available for use in any window 
at a cost not prohibitive to the aver- 
age shoe merchant. Colored light- 
ing and automatic changing of 
colors may be had merely by adding 
to the lighting equipment that is 
already installed. 


Effect of Color from Reflectors 


The effect of colored light thrown on objects in a window is charted below: 








Color of 
Object 


Apparent Color 
of Object 


Color of 
Light 


Color of 
Object 


Apparent Color 
of Object 





Black 
White 

Red 
Orange 
Yellow 
Dark Green 
Light Green 
Light Blue 
Violet 
Black 
White 
Orange 
Red 

Yellow 
Green 

Dark Blue 
Light Blue 








Purple-Black 
Red 


Redder 
Redder-Orange 
Orange 
Red-Black 
Reddish-Gray 
Violet 

Purple 
Brown-Black 
Amber 

Yellow Orange 
Drak Orange 
Light Amber 
Brown-Green 
Gray 

Light Gray 





| 





Amber 
Green 
Green 
Green 
Green 
Green 
Green 
Green 
Blue 
Blue 
Blue 
Blue 
Blue 
Blue 
Blue 
Blue 





Violet 
Black 
White 
Green 
Red 
Orange 
Indigo 
Violet 
Black 
White 
Blue 
Red 
Orange 
Yellow 
Green 
Indigo 
Violet 





Maroon 
Greenish-Brown 
Green 

More Brilliant 
Brown 

Yellow 

Dull Green 
Bluish Green-Brown 
Blue Black 

Blue 

More Vivid 
Violet 

Brown 

Green 

Bluish Green 
Dark Blue Indigo 
Dark Blue Violet 








BOOT AND SHOE RECORDER 








Will Your Autumn 
Displays Reflect 
the Character. 
of Your Store? 


The prestige of any business 
establishment is interwoven with 
its policies and service. 


The good-will it holds should be 
furthered ‘by displays character- 
istic of its principles. 


Make your windows do credit to 
the things for which your house 
stands. 


We have placed in 
our new Fall cat- 
alog, just received 
from the press, 
decoratives which 
will make your dis- 
plays reflect in an 
Autumn Setting the 
keynote of your 
firm. 


Among the varied 
items shown in 
this catalog there 
is a piece, or com- 
bination of pieces, 
which will give 
your displays the 
effect needed. 


Write us for a free copy of this new issue 


Be Sure to Visit Our Display Room 
When in Chicago 


The Adler-Jones Co. 


645 South Wells Street 
CHICAGO 
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No. 
233 


Sterling 
Reflectors 
for the new 100 Watt 
Type “A” INSIDE 
FROSTED Lamps 


No. 
231 


Better Lighting 
for Shoe Windows 


STERLING Reflectors Nos. 231 
and 233 being specially designed 
for use with the new INSIDE 
FROSTED Lamps, will increase 
the lighting efficiency and effec- 
tiveness of your Fall Window 
displays. 

Complete information mailed on 

request 


* 
* 
at 


Reflector &Illuminating Co 


Representatives nAll} rrnctpal Cities 


1413 W. Jackson Blvd. 


CHICAGO U.S.A. 
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Eight cards for August furnished by the Recorder Show Card Service 


Silent Salesmen in Windows 


Well Designed Show Cards in Appropriate Holders 
Add Sales Punch to Displays 


ANY a window that is ir- 
M reproachable in its appoint- 

ments falls short of the 
sales accomplishment within its 
reach because one final touch has 
been neglected or slighted. 

The show card is that final touch. 

The show card is all too often the 
last thing thought of—and then 
thought of as something that might 
be added. 

Likely it is ordered at the last 
minute and the card writer given 
vague instructions, or none, as to 
its arrangement and color scheme. 

The copy is apt to be dashed off 
hurriedly without special. regard to 
forceful wording of the message or 
its relevance to the merchandise dis- 
played. 

As a result, the merchant may 
look at his well equipped and well 
trimmed window and perhaps see 
nothing glaringly wrong, yet be 


conscious that somewhere in it there 
is a note off key. 

Measured by cost, the show card 
may be classed as a minor item— 
but don’t overlook the fact that it 
ranks in importance with the most 
costly of display accessories. 

Those units of equipment which 
run into “‘real money” are of course 
selected with great discrimination 
and carefully finished up for com- 
plete harmony one with the other. 
Therefore, it is worth while to make 
sure that when cards are _ not 
planned especially to harmonize 
with the window. setting and the 
merchandise the. color scheme and 
typography are such as will not in 
any way clash with these. 

Card holders are also important, 
because holders of the right type 
add a decided touch of “class” to the 
cards. These holders, if not matched 
to the display stands, should be neu- 


tral in tone. Either a gold or a 
silver finish would be safe to use 
in any window. 

The Recorder Show Card Service 
covers virtually all the usual show 
card requirements, with cards anf 
holders that will not clash with the 
color or design of any fixtures, dec- 
orations or merchandise. The cards 
are pertinent to various types of 
footwear for all seasons and occa- 
sions. 

The service consists of eight cards 
each month. Four artistic holders, 
as shown above, are furnished. 
This service, ordered for one year, 
costs only $4.00 a month, including 
also fifty blank price tickets. 

These handsome air brushed cards 
are a worth-while finishing touch 
for any window. They may be or- 
dered from the Recorder Show Card 
Service, 189 W. Madison Street, 
Chicago, III. 
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A Simple and Accurate Stock Record 





RECORDER STOCK RECORD SYSTEM 






One hour a week 
keeps your rec- 
ords complete. 


-}oi=— | e@i-~- 
























Daity 


Every sale and 
purchase re- 


corded. 


Visible daily turn 
over and sales 
report. 


$&.50 








postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today before 
supply is ex- 
hausted. 


WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 















189 WEST MADISON STREET CHICAGO, ILLINOIS | 
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Kawneer 


STORE FRONTS 


ARE DURABLE 
WOOD ROTS 


Consider the diffe erence 


ADJUSTABLE SLIDE 
FOR VENTILATION 


VENTILATION, gs 
DRAINAGE —*+h 





Photograph and diagram of a Kawneer hol- 
low metal sash. This sash provides drainage, 
ventilation and plate glass protection. Age 
and rough usage will not affect its strength 
and beauty. The heavy copper mouldings 
from which Kawneer sash and bars are built 
require no wood rein- 

forcement. 


THIN 
KALAMEIN = sort 
NOT KAWNEER ie 





Back view of Kalamein showing rotted 
condition of wood filler after only a 
few years of service. 


Kalamein construction (wood strips covered 
with thin metal) is perishable, thus endanger- 
ing the safety of the glass. The thin, soft 
metal is easily dented and marred. 




















Make Your Store Front an Asset 


to Your Business 


The merchant who demands the best and expects 
his show windows to retain their original satis- 
factory condition should consider the lasting 
qualities of a Kawneer Solid Copper Store 
Front. A new front of the Kawneer Hollow 
Metal type will give your store a beautiful ap- 
pearance that will continually be an asset to 
your business. 


The comparison at the left plainly shows why 
Kawneer Hollow Metal Sash is not affected by 
age while wood strips covered with thin copper 
soon deteriorate and are easily disfigured. 


Make sure your store front is a 
complete and genuine Kawneer. 


THE 


rawneer 
K< wnee t 


COMPANY 


SEND FOR IT 


If you are interested in 
windows that will actu- Kawneer 
ally produce more sales, - Company 
send for this book. of 1613 N.Front St. 
¢ Niles, Mich. 
¢ Please send “How to 
¢ Display Merchandise to 
Sell It.” 


ADDRESS . 
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SAMARITAN LAST 


B-8S31—Black Kid 
B-841—Golden Brown Kid 6.50 
14/8 Solid Leather Heel, Rubber Toplift 


SUFFICE LAST 


B-481—Black Satin with Black Suede 
rim 


14/8 Covered Feel—Light Edge 


SUFFICE LAST 


B-491—Black Satin, Jet and Steel Bead- 
ed Ornament 


16/8 Spanish Covered Heel—Light Edge 


B-691—Patent Leather with Nickel and 
Jet Buckle 
15/8 Cuban Heel 


SUFFICE LAST 


B-361—Patent Leather 
B-461—Black Kid 
Covered Heel—Light Edge 





SIZES 


AAA,5 -9 A,4 -9 C,3%-9 
AA, 4%-9 B,3%-9 D,3%-9 











“ARCHAIDY 


danevarteauat LS A! 


25 ‘Best Sellers” 


IN STOCK 


NOTE 


The Arch-Aid is a real 
Corrective Shoe with 
Style and Fitting to 
please your most fastidi- 
ous customer. 


ARCH-AID has made 
fortunes for many bright 
merchants! 


Ask Us About Our Busi- 
ness Building Plan— 
NOW! 


COLLEGIATE LAST 


B-891—Black Calf, Black Grain Trim. oF. 25 
B-991—Tan Calf, Tan Grain Tri 5.25 
12/8 Covered Heel 


STEPIN LAST 


B-921—Black Kid 
B-931—Golden Brown Kid 
14/8 Solid Leather Heel, Rubber Top 
B-941—Black Suede 
ore 


Rochester, N.D% | 


New York City, 846 Marbridge Bldg. 
Chicago, Majestic Hotel 
Los Angeles, 107 E. Sth Street 
Oakland, 424 Bellview Ave. 
Cleveland, 1599 Union Trust Bldg. 


SOLACE LAST 


B-291—Black Kid 86. 
14/8 Solid Leather Heel, Rubber Toplift 


PATSY LAST 


B-512—Black Kid, cut-outs underlaid 
with Black Suede 
B-615—Golden Brown Kid, cut-outs un- 
derlaid with Brown Suede 
14/8 Leather Heel, Rubber Toplift 


SUFFICE LAST 


“39 
Calf Trim 
Covered Heel—Light Edge 


SUFFICE LAST 


B-671—White Kid, Grain Calf Front...$6.50 
B-471—Black Kid 6.25 
B-441—Patent, Black Grain Calf Front.. 
Be451—Brownstone Kid with Brown 
Grain Calf Front 7.00 
Covered Heel—Light Edge 


CG. 


Send for Catalog and further 
details. regarding Business 
Building Agency Plan 


MANUFACTURERS & DISTRIBUTORS 
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Milwaukee All Set for Wisconsin 
Shoe Retailers’ Convention 


Style Show a Feature on 
Thursday Night; Record 
Attendance Is Expected 


MILWAUKEE, WIs.— Arrangements 
are all completed for the style show to 
be held in connection with the four- 
teenth annual convention of the Wis- 
consin Shoe Retailers’ Association in 
Milwaukee, Aug. 2 to 4, and the stage 
is: set for the influx of retailers from 
all parts of the State and representa- 
tives of the shoe, leather and allied in- 
dustries who will arrive here Sunday 
and early Monday morning for the 
greatest shoe convention in Wisconsin 
since the national association held its 
meeting here. 

The east half of the main arena of 
the Milwaukee auditorium has been se- 
cured for the style show to be held 
the last evening of the convention. 
Runways will be built along the east 
half of the arena, providing adequate 
space for the display of the latest styles 
in footwear. : 

Among the companies which will 
have models on the runways Thursday 
evening are: The F, Mayer Shoe Co., 
Krippendorf-Dittman Shoe Co., United 
States Shoe Co. (Flexridge line), Sim- 
plex Shoe Co., James Shoe Co., Rich 
Shoe Co., Brauer Bros. Shoe Co., Huth 
and James Shoe Manufacturing Co., 
V. Schoenecker Boot and Shoe Co., 
Kuehne Brothers, Cedar Grove Shoe 
Manufacturing Co., Doerman Shoe 
Manufacturing Co., Ebner Shoe Co., 
Adams Shoe Co., Marathon Shoe Co., 
Gilbert Shoe Co., Gregory-Reid Shoe 
Co. and the Endicott-Johnson Shoe Co. 

It is possible that Milwaukee ready- 
to-wear apparel merchants will unite 
with the shoe retailers in the style 
show by dressing up the models in 
the latest gowns and dresses. If this 
is done, Milwaukee will see one of the 
largest and best complete style shows 
which has ever been put over here, and 
it should attract the interest of several 
hundred people. 

Admission to the style show is by 
tickets, which will be distributed by 
the shoe retailers to their customers 
and friends. This is being done in or- 
der not to jam the arena that night. 

Two advertising experts have been 
added to the speakers’ program for the 
business sessions during the conven- 
tion, and they will be placed on the 
program during one of the round-table 
discussions. They are J. B. Kenyon 
and Donald W. Bolt of the Kenyon Co., 
Boston, who will speak on advertising 
men’s footwear. With these speakers 








the program is now completed, and it 
represents a rounded-out group of ex- 
perts from retailing, merchandising, 
advertising, banking and manufactur- 
ing concerns, 

An attendance at the convention this 
year surpassing any previous conven- 
tion is anticipated by Charles Collar, 
general chairman, and his aides. Dis- 
trict chairmen throughout the State, 
who are handling regions assigned to 
them, report that interest among the 
retailers in all sections is keyed up, 
and the retailers are planning to bring 
their wives with them for the conven- 
tion. “itn ° 

The sale of banquet tickets has been 
good, as it will be one of the prin- 
cipal features of the convention. The 
retailers are anxious especially to hear 
George M. Spangler, manager of the 
National Shoe Retailers’ Association, 
who will be the principal speaker at 
the banquet. The national and State 
travelers’ associations will be repre- 
sented, as will the national, State and 
local retailers’ associations, and the 
press, on this occasion. John M. Cal- 
lahan, one of the leading toastmasters 
and humorists in this section of the 
West, and an honorary member of the 
Milwaukee Shoe Retailers’ Association, 
will provide a fund of wit to the speak- 
ers’ program. A high class bill of 
vaudeville entertainers has been se- 
cured for the evening, and music will 
be furnished by Jean Hammonds’ Tune 
Tinkers. The Sky Room of the Plan- 
kinton Hotel has been turned over ex- 
clusively to the shoe men for the eve- 
ning of the banquet, and it will be a 
gala night. 

The election Thursday afternoon, the 
last business session, and the selec- 
tion of the next State convention city, 
will attract the attendance of every 
member of the State association. No 
slate has been prepared as yet for the 
election, and campaigns for certain 
members for the various offices have 
not been started. 


—_—_ 


New Toledo Store 


‘ToLepo, OHIO (UTPS)—The Joy 
Shoe Co., capitalized at $25,000, has 
been organized at 248 Summit Street, 
Toledo, for the purpose of dealing in 
a full line of shoes, hosiery and sim- 
ilar merchandise. The incorporators 
are Abe Lubell, Sadie Lubell and Ir- 
ving Lubell. Abe Lubell is a resident 
of Jackson, Mich., while the other two 
incorporators reside in Toledo. 





Gillespies Open Shop 


KNOXVILLE, TENN. (UTPS)—Frank 
and Eugene Gillespie have opened their 
new shop at 520 Gay Street, dealing 
exclusively in the Edwin Clapp shoe 
for men. The location was formerly 
that of the Slipper Shop, and only 
minor changes were necessary to fit it 
for the new business. The shop is small 
and compact, “just the right size for a 
man’s shoe store,” according to Frank 
Gillespie, and distinctively masculine 
in appointments and decoration. 

The Messrs. Gillespie are two of 
Knoxville’s best known shoe men, hav- 
ing operated the Gillespie Bros. Shoe 
Store at 430 Gay Street until the re- 
cent merger of that organization with 
the Kennedy Boot Shop. 


Prices Being Slashed in 
Chicago Retail Market 


CuicaGo—It could hardly be said 
truthfully that Chicago’s clearance 
sales have started, for one cannot start 
a thing which hasn’t been stopped for 
some time, but they have gathered new 
impetus and might well be said to be 
going under a full head of steam. They 
are successful according to the point of 
view. In numbers of customers they 
ought to rate very high as sales. Ac- 
cording to the amount of footwear 
which has been subjected to the price 
axe, not so good. 

Prevailing are the whites, and judg- 
ing from the condition of those seen on 
the tables, the white season developed 
a lot of dirty fingers and razor keen 
selection for what is left certainly de- 
serves the prices of $2.45 and up which 
has been placed upon them. In the 
higher grade stores a small reduction 
has been made, but evidently the de- 
mand is still:active, for they don’t ap- 
pear to have been sawed down much. 

Next in popularity or unpopularity 
according to the way you look at it are 
the pastel shades, especially greys, and 
the extreme of the ginger bread efforts 
to coax the public to buy. These are 
ranged in price grades as low as $1.95 
by some discouraged buyers and run on 
up into the $9.75 class by some of the 
merchants. 

Generally observing, however, the 
sales look very well attended on the 
“street,” as State Street is called, and 
unless shoe buying in crowded aisle and 
shop is a pleasure jaunt, the stocks are 
moving. 

It may also be that the buyers gen- 
erally are satisfied that some other 
color than black and some _ other 
leather than natent will be the hig 
leader for fall, but the advance stvles 
in the windows don’t show that either. 
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BLACK ROYAL 
SPECIAL BRIGHT ROYAL 
BLACK WILLOW 


All Three for Men’s and Women’s Fine Shoes 


American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER CO., Ltd. 
Northampton and Leicester, England, and Paris, France 
CALF AND SIDE UPPER LEATHER TANNERIES 
Chicago Sheboygan Ballston-Spa Curwensville 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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Two-Headed Calfskin Displayed by Creese & Cook 


-_ 
~~ 


Advertise to Compete 
with Mail Orders 


MADISON, Wis.—Newspaper adver- 
tising in the merchants’ home town pa-. 
pers is the best method of meeting 
competition from mail order houses, in 
the opinion of Guy M. Hulse, field sec- 
retary of the National Retail Credit 
Men’s Association, in an address before 
many of Madison’s credit men and mer- 
chants recently. Mr. Hulse declared 
that the mail order houses take 60 per 
cent of the local business out of town, 
and that it is the real competitor, and 
pot the man who is in the same busi- 
ness in the same town. 

He pointed to catalogs of mail order 
houses, and defied the audience to pro- 
duce one merchant or one sales person 
in the city who was able to give a de- 
scription as lucid, intelligent and com- 

rehensive as that found in mail order 

ouse catalogs. 

There must be a community con- 
sciousness to meet this alert, modern 
and aggressive competition, a coopera- 
tion of all, and an intelligent use of the 
home town newspaper, according to 
Mr. Hulse. 

“If your newspaper advertising is not 
producing results, you are to blame, for 
two reasons,” he said. First, you do 
not give the necessary thought and at- 
tention to the preparation of your ad- 
vertising copy, you delay until the last 
minute and then bring together a messy 
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Creese & Cook Company are displaying at their Boston office 
a decided curiosity in the shape of a two-headed calfskin. The 
skin was found in a shipment of hides to the factory which in 
itself is a surprising thing, since so unusual a skin would natu- 
rally be supposed to have been retained as a curiosity. 
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hodge-podge of material that consti- 
tutes a physical impossibility to de- 
cipher. The second reason is the use or 
misuse of sales. There are too many 
sales, sales of good, seasonable mer- 
chandise moved in the very middle of 
the season. By these sales you are 
— a psychology of bargain hunt- 
ing, and bargain hunters are not profit- 
able to any community.” 

Sales are legitimate and necessary 
when conducted properly and on proper 
occasions, but they must be operated 
judiciously and honestly, he said. As 
aids to business promotion, Mr. Hulse 
suggested the use of automobile shows, 
builders’ shows, style shows and food 
shows, all of which may be tied up with 
local advertising. Display men’s clubs 
and retail groups are also essential. 

Only the adequate supervision of re- 
tail credit is now needed, Mr. Hulse de- 
clared, and he said that despite the fact 
that $6,500,000,000 worth of merchan- 
dise was sold on credit during 1926, the 
nation’s credit structure was never as 
safe, sound and secure as it is now. 


Chisholm Boot Shop 


Opened in Columbus 


CoLuMBus, OHIO (UTPS)—The Co- 
lumbus store of the Chisholm Boot 
Shop, which Cleveland concern op- 
erates 18 stores in the Middle West, 
opened Saturday, July 30, in a large 
store room at 9 and 11 South High 
Street, this city. The room, which is 
about 50 by 75 feet, is well located in 
the heart of the downtown shopping 
district. Harry N. Miller, who has am 
conneced with the shoe department of 
the Dunn-Taft Co. for three years, is 
the manager. It is planned to have 
eight salesmen at the start. The com- 
pany handles both women’s and men’s 


It is probable that the freak animal may have been on exhibi- 
tion for a time because the animal was a rather large one. So far 
as is known, this is the only case of a two-headed calfskin coming 
to the tanner in a hide shipment. The two heads are almost ex- 
actly alike and a great amount of interest has been taken in the 
skin by callers at the Creese & Cook office. 





Clearance Sales Provide 


Business in Cincinnati 


CINCINNATI, OHIO (UTPS)—Cincin- 
nati shoe departments are engaging in 
July clearance sales almost exclusively 
this week. The Smith-Kasson Company 
is having its semi-annual half-price 
sale, including lines of their Aristocrat, 
I. Miller, Knickerbocker, and Princess 
K. shoes at half price. Prominent in 
the offerings are patents, with a good 
number of blonde kids, white kids, grey 
kids, and brown kids, black satin, white 
satin, natural linen, green linen, and 
patent and satin with reptile and metal 
kid trim. 

Potter’s opened their clearance sale 
with a three-day private sale to direct- 
mail customers only, waiting with their 
newspaper ads until later in the week. 
Pogue’s are offering white kids only, 
in their $4.90 clearance. 

Shillito’s pre-inventory sale includes 
both light and dark numbers at $3.90. 
Rollman’s are featuring several 
clearance prices, with most interest 
centered on $3.91. 

Business other than clearance is very 
low this week in most departments 
throughout the city. 


Geutings Hold Outing 


PHILADELPHIA, Pa. (UTPS)—For- 
getting the shoe business for one day, 
members of: the Geuting Store Em- 





shoes, with prices at $6, $7 and $8.50. 


ployees Association hied themselves to 


Taunton Lakes, in the wilds of New 
Jersey, and enjoyed an old-fashioned 
picnic, with all kinds of games and 
sports, not to forget “eats” and bath- 
ing. All the heads of the Geuting or- 
ganization, including A. H. Geuting, 
president of the National Shoe- Retail- 
ers Association; Joseph, Will and 
George Geuting, were present, as was 
Maurice Yoskin. Baseball with the 
Chestnut and Market Street stores as 
rivals, swimming and canoe races, a 
fat ladies’ race, fat men’s race and 100- 
yard dashes and tennis filled in the 
afternoon, while the evening was de- 
voted mostly to dancing. 

The official host of the occasion was 
J. S. E. Pardee, president of the Mar- 
ket Street Merchants Association. The 
employees’ committee in direct charge 
of the successful affair was composed 
of Edgar Wheeler, Thomas Callahan 
and C, J. Mallon. 


Sales in Minneapolis 


MINNEAPOLIS, MINN. (UTPS)—A 
burst of real summer weather has 
speeded up shoe sales some that have 
dragged because of the long period of 
damp and chilly weather. Nearly all 
the large stores are having semi-an- 
nual sales at reduced prices. The Kil- 
bourne store is having what is termed 
a “crisis sale.” Black kids, some light 
color lines, a few Deauville slippers 
and lots of golf shoes have beer 
turned out. Some of the dealers find 





a tendency toward lower heels. 
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To the dealer who once dropped 
‘us because our shoes were too 
crude and heavy: 












Remember the time you told us you liked our shoes; that they were 
good shoes, BUT, you couldn't sell them because your customers 
found them too heavy? 







4 If you will recall: you liked the house and liked the salesman, BUT, 
you just couldn't continue with a line that required so much selling 
pressure. . 











We will agree the shoes were heavy. Not so heavy that they were 
in the brogan class, but just heavy enough to sometimes make it 
difficult for you to convince a woman that fitting qualities were more 
important than lightness and flexibility. 














We have progressed since then. 


Today's fitting qualities are superior to those of yesterday. 






Today's shoemaking is vastly better than that of yesterday. 






And, today’s shoes are as airy, as dainty, and as light and flexible 
as any welt shoe that comes under your observation. 










The old wearing qualities are still there. The old values are still 
there. The old stock department is still functioning, and possibly 
the old salesman is still waiting. 















May we send just one pair to demonstrate the improvements? A 
covered heel one strap or tie, in a size and width that will enable 
you to check up on fitting qualities. 











. 

) 

Never mind the stock number, just give us some idea of what you : 
I 

2 

I 

a 

d 

I 

F 

37 Canal St., Rochester, N. Y m 






Chicazo Oflice: 189 W. Madison St. 
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List of Exhibitors 
at Wisconsin Show 


MILWAUKEE, W1s.—Exhibitors at the 
fourteenth annual convention of the 
Wisconsin Shoe Retailers’ Association 
at Milwaukee, Aug. 2 to 4, include the 
following shoe manufacturers and al- 
lied industries: 

Wisconsin Chair Co., F. Mayer Shoe 
Co., Novelty Shoe Co., C. W. Marks 
Shoe Co., Shoe Forms, Inc., Groves 
Shoe Co., Irving Drew Co., Copeland- 
Ryder Shoe Co., Gregory-Reid Shoe 
Co., C. Trieschmen & Sons, Krippen- 
dorf-Dittman Shoe Co., United States 
Shoe Co., Flexridge and _ Scheiffele 
branches; Wolfram Shoe Co., Herbet 
Shoe Co. 

Simplex Shoe Co., Certified Shoe Cor- 
poration, Walter Booth Shoe Co., T. J. 
Rhodes Shoe Co., F. M. Smith Shoe Co. = 
James Shoe Co., "Rich Shoe Co., Brauer 
Brothers Shoe’ Co., Fargo-Hallowell 
Shoe Co., Wobst Shoe Co., Kozy Kom- 
fort Shoe Manufacturing Co., Huth M 
James Shoe Manufacturing Co., V. 
Schoenecker Boot & Shoe Co., Harsh & 
Chapline Shoe Co. 

Cedar Grove Shoe Manufacturing 
Co., Selz-Schwab Shoe Co., Kuehne 
Brothers, Helmholz Shoe Manufactur- 
ing Co., Harper-Kirschten Shoe Co., 
Racine Shoe Co., Ault Williams Co., 
Sinbac Shoe Co., Freeman-Thompson 
Shoe Co., Freeman-Beddow Shoe Co., 
John Pilling Shoe Co., Ideal Shoe Man- 
ufacturing Co., Weyenberg Shoe Man- 
ufacturing Co., Doerman Shoe Manu- 
facturing Co., Davies Shoe Manufac- 
turing Co., American Seating Co. 

Portage Shoe Co., F: Mayer Shoe 
Co. (men’s line), Steven Strong Shoe 
Co., Gilbert Shoe Co., Ebner Shoe Co., 
Endicott-Johnson Shoe Co., Marathon 
Shoe Co., Menzies Shoe Co., Albert H. 
Weinbrenner Co., Shaft Pierce Shoe 
Co., Nunn, Bush & Weldon Shoe Co., 
P, W. Meinor & Son, Sax Bros., Lape 
& Adler, Adams Shoe Co., Gus Lauen- 
stein, Kannally Shoe Co., Field & Flint, 
and Mondal Manufacturing Co., Brown 
Shoe Co., Tober-Saifer Shoe Co., Fried- 
man-Shelby Shoe Co., Roberts, Johnson 
& Rand, and the Peters Shoe Co. 


Reineberg Outing 


York, Pa. (UTPS)—The annual out- 
ing of the employees of the Lee Reine- 


berg & Son shoe store of York was 
held on the afternoon of July 21 at 
Taneytown, Md. The employees and 
their families left York at noon in au- 
tomobiles and were served a dinner at 
the Saubel house. 

There were contests for which prizes 
were awarded. Miss Blanche Fink, 
Miss Edna Deckman and John Deinin- 
ger arranged the day’s events. 

Those present were: Mr. and Mrs. 
Lee Reineberg and children, Carolyn 
and Lee, Jr.; Mr. and Mrs. Harry 
Bamer, Mr. and Mrs. John Deininger 
and children, William and Katherine; 
Misses Blanche Fink, Edna Deckman, 
Mary Williams, Mary Kuhn, Ruth 
Fisher, Mrs. A. Adler and Mr. and Mrs. 
Lauman Bamer and daughter, Jean. 


Move Shoe Department 


SHEBOYGAN, WIs.—The shoe depart- 
ment at the Sell Bros. department store 
here has been’ moved from the main 
floor to the second floor. 





A New Aviation Inspired Shoe 


Transoceanic airplane flights have inspired designers greatly. Here is the Monoplane 
model, just brought out by Delman, New York, in brown kidskin with silver mono- 
plane straps 








Milwaukee Retailers 
Hold Big Meeting 


MILWAUKEE, Wis.—The Milwaukee 
Shoe Retailers’ Association held a meet- 
ing here on July 14 instead of the reg- 
ular meeting scheduled for August, due 
to the fact that the Wisconsin Shoe 
Retailers’ Association convention will 
be held in Milwaukee, Aug. 2 to 4. 

Members of the committees of the 
Wisconsin Shoe Travelers’ Associations 
attended the meeting, and with com- 
mittee chairmen of the retailers, made 
detailed reports on the progress of the 
State convention plans. Every effort 
is being made by the travelers and Mil- 
waukee retailers to put across the 
greatest convention in Milwaukee since 
the National Shoe Retailers’ Associa- 
tion convention was held here. 

Several new firms were taken into 
the Milwaukee association at this meet- 
ing and it was reported that a number 
which had become lax in their dues 
had paid up. The work of bringing the 
old members back into the association 
and the securing of new members has 
been done largely by Charles Collar, 
president of the association, and gen- 
eral chairman of the State convention, 
who is seeking to get the full coopera- 
tion of every shoe merchant in Milwau- 
kee for the convention. The member- 
ship of the Milwaukee association now 
totals ninety, a splendid record, and 
there are promises from other shoe 
men that they will join prior to the 
State meeting. 

The new firms voted into the asso- 
ciation include: Teutonia Avenue Boot- 
ery; C. T. Quinn, buyer for Gimbel 
Bros.; Langill and Grauer; Frame 
Bros., Princess Boot Shop, Quality 
Shoe Co., Charles Siegel, Louis Pohein, 
Franklin Shoe Co., Kaplan’s Bootery, 
G. R. Kinney Co., Inc., Joseph Pokorny, 





Frank Kaczmarek, Zareck’s Shoe Store, 
— Merz, and the Dixie Shoe Stores 
te) 

A committee consisting of A. C. 
Klein, W. J. Muckle and Henry Lemay 
was appointed by President Collar to 
investigate the new territorial division 
plan as outlined by Anthony H. Geut- 
ing, president of the N. S. R. A., rela- 
tive to dividing the country into zones. 
The Milwaukee association is not fav- 
orable to the plan due to Wisconsin be- 
ing divided into two sections, the north- 
ern and southern, under President 
Geuting’s grouping. It is believed that 
during the Wisconsin Shoe Retailers’ 
convention here the plan will be dis- 
cussed, and that the Wisconsin asso- 
ciation will make known that it does 
not favor the splitting of the State, 
after years of work have been devoted 
to building up a strong State organi- 
zation. 

A Dutch luncheon was served fol- 
lowing the business meeting. 


New Shoe Stores 


Reed Store Co., 
shoe dept. 

Oneida Trading Store, Madison St., 
Oneida, N. Y., shoe dept. 

J. L. Esart Co., 68 School St. (Par- 
ker House), Boston. 

Reed Store Co., 
shoe dept. 

Oneida Trading Co., 
Oneida, N. Y., shoe dept. 


L. T. Sweeney Dies 


MINNEAPOLIs, MINN. (UTPS)—L. T. 
Sweeney, manager of Doodeward’s 
shoe department, Minneapolis, died 
while dancing with his wife when on a 
vacation in Winniveg, Man. Burial 
was in Sioux City, Iowa. 


Crossville, Tenn., 


Crossville, Tenn., 


Madison St., 
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Extracts from Address by 
PHIL L. THOMPSON 
Publicity Director 
Western Electric Company, N. Y. 


Everyone, whether a seller of advertising or a buyer, is interested in 
increasing advertising’s efficiency—to make it more effective and to take the 
guess work out of it—to reduce it more nearly to terms of those standards 
of workmanship and results which apply in engineering and manufacturing— 
thus raising it more nearly to the basis of a science. 

Some are interested in “how to say it,” others “when to say it,” but I am 
mostly interested in “where to say it.” The A. B. C. Statement alone can 
answer that question. 

A. B. C. Statements deal only with facts—not opinions, but facts which 
every buyer of advertising space should know about the group on which he 
is spending money to reach. 

How many are there? Where are they located? 

Do they buy it themselves or Are they regular readers? What 
does someone else get it for them? supporting evidence? 

Are they full price buyers? What are their occupations? 


é 

i 

i 

i 

Gi 

i 

These are some of the facts set up to measure your advertising purchase. 
A verified A. B. C. Statement answering these questions is a certificate of 
character for the publisher. 

Upon the publisher who cannot or will not supply such information 

rests a heavy burden of responsibility. 
) The A. B. C. being made up of the most representative publishers and 
aS advertisers and advertising agencies (the Who’s Who in each group) is the 
5 ideal expression of self-government in business. 

Its value to the advertiser is that it enables him to find exactly the guar- 
= anteed mark at which to shoot, and thus saves him from wasting ammunition 
Cs) upon an unknown market, or an uninterested audience. 

i 





I have quoted Mr. Thompson, who, while not in the shoe and leather 
industry, has been for years a successful director of a large advertising 
appropriation. 

He knows advertising, knows circulation. He is a staunch supporter of 
the Audit Bureau of Circulations. His first question invariably is “Let me 
see your A. B. C. Statement.” 

If that policy is essential in the use of an appropriation running into 
hundreds of thousands of dollars—is it not even more necessary for lesser 
appropriations, particularly those serving shoe manufacturers for their busi- 
ness paper advertising? 

Our latest A. B. C. Statement for June, 1927, is ready for your analysis 
at any time. 
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Three Weights 
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RESPRO INC. — Providence, R.I. 
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“OVER FIFTY YEARS OF SERVICE” 


When It Comes to Fire Insurance 


Whenever practical to do so, it is to the interest of the careful buyer to test out for himself the 
product that he expects to purchase. When it comes to Fire Insurance, it is far hetter to judge 
quality and performance by the experience of others. As a good business man, you don’t want to 
try it out on your own property—you hope you'll never have occasion to use it at all—but you do 
want to be sure that the quality is there and that the insurance will be good when the eniergency 


Service both Before and After Fire. 


We begin to serve with the issue of the policy, offering efficient cooperation in the elimination of 
fire hazards and the prevention of loss. As to protection after loss, our record of over fifty years 
is one of fair adjustments and prompt settlement of honest claims. By dividends to policy-holders 
we are effecting an actual saving of 30% in thei: insurance cost. 


comes, 


Write us for further information about high quality protection at low 
cost, on approved risks. Our proposition should interest any careful buyer. 


a ho CENTRAL 


A Griendly 
Company 


Manufacturers Mutual Insurance Company 
of Van Wert, Ohio. 


FIRE AND AUTOMOBILE INSURANCE FOR SELECT RISKS 























IMPORTED —ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic fea- 
tures of these British “boots. 















ess tanned leather used in 
these boots assures durabil- 
ity and comfort. And they 
are put together by real boot- 
makers who have devoted a 
lifetime to this work. 


MEN’S 
16.50 PAIR 
Sizes 5% to 11 
Widths B to E 


WOMEN’S 


14.50 PAIR 
Sizes 3 to 8 
Widths A to D 
Brown or Black 

- Willow Calf 
We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains, riding crops. 
Also—leather puttees in large variety. Send for catalog. 


COLT CROMWELL CO., Inc. 
596 BROADWAY NEW YORK, N. Y. 


The long time English proc-. 














Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres... Ideal transit 
facilities 
450 Rooms 450 Baths 
Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 


For Two, $5.00—Twin Beds, $6.00 


Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 


Special Weekly Rates 


Furnished or Unfurnished Suites with serving 
pantries, $95 to $150 per Month 


Moderately Priced Restaurant featuring a peerless cuisine 
Illustrated booklet free on request 


CURTIS A. HALE, Managing Director 














é 
¥ 
t 
+ 
x 
7 













t _ fl 














July 30, 1927 BOOT AND SHOE RECORDER 


JA SU TAY 
CAD 
NOSOA 


PAT. APPLIED FOR 





The New Member ~ 
| of the Old Keltable fine / 


' = NOSOAK the dependable WATER-RESISTING SOLE 


cA Specially Tanned Sole Leather Having Amazing 
Water Resistance, Pliability and Long Wear Properties 


P. & V., the originators of the chrome retan sole leather, 
have now perfected a new sole leather to meet the most 
exacting requirements of shoe manufacturers. It is ideal 
for Stitchdowns or Welts. 

NOSOAK, as the new P. & V. sole is known, is a full 
grain, chrome retan leather, possesses water-resisting qualli- 
ties never before achieved. Due to an unusual toughness 
of its fibre, NOSOA K will outwear two oak soles. It dries 
out soft and pliable, will take a good edge and the sole 
itself is distinctively handsome. 

Put the NOSOAK sole to the most strenuous tests. You 
will find that it wins your approval on every count. 


Send for samples — TODAY. 
PFISTER & VOGEL LEATHER COMPANY *« Milwaukee, Wis. 





























MADE IN MILWAUKEE SOLD ALL OVER THE 


Branches: 
BOSTON, MASS. PHILADELPHIA, PA. NORTHAMPTON, ENG. 
NEW YORK, N. Y. ST. LOUIS, MO. LEICESTER, ENGLAND 
CHICAGO, ILL. SAN FRANCISCO, CAL. FRANKFURT, GERMANY 
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WHERE TO BUY 
Men’s Shoes 








HENRY LILLY CO. 
11@ Duane Sc. New York 


AUCTION TRADE SALES of 


SH OES and RUBBERS 


Every Wednesday and Friday 


(P) ..rrrccinoco. nam (P) 


NETTLETON 
Shoes of Worth 


A. BE. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. 8. A. 

MEN'S FINE SHOES EXCLUSIVELY 























Stacy Adams Co. 
Manufacturers of 




















COMMONWEALTH SHOE & LEATHER CO. 
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Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, JULY 30, 1927 


EVERY WEEK 





Plants Start 
On Fall Runs 
In Brockton 


Most Factories Already on Full 
Time and Volume Holds 
Steady as Season Opens 


BrocKTON—Good volume is being 
done in Brockton shops on new run 
business and most of the factories are 
operating at near full time. Some of 
the shops have been unable to obtain 
full quotas of workers, vampers in par- 
ticular being scarce. In some of the 
plants turning out the better types of 
shoes, the need for vampers has been 
quite acute, since the opening of the 





run finds a lot of fancy stitching, 
mostly in double rows, on some of the 
collegiate types of shoes for young 
men which are-going through the shops 
in good volume. Just now the men’s 
lines are selling well, and women’s 
business is continuing to maintain its 
steady pace. 

Judging from early orders for fall 
delivery, the low-cut for women will be 
popular, although pumps are very 
much in demand, as are one-strap shoes. 
Heels run fairly high, but not to the 
extremes. Dark colors, with a very 
strong run of blacks are the popular 
lines now. In men’s footwear, the con- 
tinued call for the brogue effect is seen 
in that more than half of the shoes go- 
ing through the factories, particularly 
in the job shoe plants, are of the flat- 
heel, square toe type. 


Charles S. Gibbon Dead 


PHILADELFHIA, PA.—Charles S. Gib- 
bon, the oldest shoe manufacturer in 
Philadelphia and head of-the C. S. Gib- 
bon Company, which he founded 52 
years ago at the age of 21, died sud- 
denly of heart trouble at his home here 
Sunday, July 17. The funeral was held 
Wednesday, July 20, from the Oliver 
Bair Funeral Parlors. 

He is survived by five sons and three 
daughters. All of the sons are en- 
gaged in the shoe trade, Ralph W. and 
Walter G. being with the Brophy 
Brothers Shoe Company of Boston; 
Clinton P. with the Elkin Turn Shoe 
Company, Philadelphia; Russel H., 
buyer for the Baker-Flich Company, 
Camden, N. J., and C. Earl Gibbon 
with the C. S. Gibbon Company, Phila- 
delphia. All but C. Earl Gibbon are 
the children of the late Mr. Gibbons’ 
first marriage, and all five boys at some 
time or other had been connected with 








the C. S. Gibbon Company. 





Endicott-Johnson’s Net 


Profit Shows Increase 


ENpIicoTt, N. Y.—Endicott-Johnson 
Corporation showed net profits of $1,- 
708,221.39, after making provision for 
Federal taxes, for the six months pe- 
riod ending July 2, 1927, according to 
the semi-annual report issued last 
week. This compares with $1,675,- 
284.09 earned during the same period 
last year, and is equivalent to $3.20 on 
the common stock, after payment of the 
half year’s dividends on the 7 per cent 
cumulative preferred. 

While total shipments amounting to 
$31,699,755.99 are about $800,000- less 
than for the same period last year, 
corporation officials stated that orders 
booked up to June 30 this year show a 
substantial gain, and that this in- 
creased business will be reflected in 
shipments during the balance of the 
year. The financial report shows the 
net operating income for the half year 
was $2,096,059.61 as compared with 
$2,065,627.93 in 1926, and that surplus 
was increased $250,871.64 since Jan. 1. 
The total surplus is $13,514,721.79. 

The orders for heavy fall shipments 
are reflected in inventories totaling 
$20,131,154.85, an increase in finished 
product amounting to $4,640,550.58 
since Jan. 1, which accounts for the in- 
crease of $2,500,000 in bank loans, and 
reduction of $815,541.30 in cash hold- 
ings. Cash on hand at July 2 was $2,- 
536, oy .91, and bank loans totaled $7,- 

The report shows current assets of 
$34,322,438.58, with current liabilities 
of $9, 815, 098. 37, or in the ratio of 
about 3.5 to 1. Receivables were re- 
duced $729,221.70 during the period. 





‘Tanners Expect Increase 


GREEN Bay, Wis.—The hide and 
leather industry in the middle west ex- 
pects an increase of 20 per cent the 
third quarter, according to a report 
made at the recent meeting here of 
various committees of the midwest 
shippers’ advisory board. A survey of 


| all reports given show that there will 


be some quickening in business in the 
midwest territory during July, August 
and September, as compared with the 
corresponding period a year ago. 





Cousins Factory Moved 


New York—The firm of J. & T. 
Cousins, recently acquired by Raymond 
P. Morse and Ernest Wheeler, has 
moved from its old location on DeKalb 
Avenue, Brooklyn, occupied by the firm 
for many years, and is now operating 
in the Cantilever Building, 183 Wal- 
worth Street, Brooklyn. 
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Derry, N. H., Plant Closed 


LAWRENCE—The A. G. Walton Com- 
pany, manufacturers of women’s and 
misses’ McKay shoes, have closed their 
Derry, N. H., factory and are remov- 
ing the major part of that business to 
this city. The abandonment of the 
Derry factory is part of a consolida- 
tion program of the Walton company. 
The business is being allocated to this 
city and Chelsea. The general offices 
of the company are established in Chel- 
sea and the Chelsea plant, as well as 
the local one, will be substantially in- 
creased. The local factory has been 
making 7000 pairs daily and with the 
augmented production from the New 
Hampshire factory local capacity will 
be increased. 





St. Louis Manufacturers Are 
Optimistic; Fall Orders Good 


St. Louis—The sales force of the 
large manufacturers are in the field 
with the new fall line and orders have 
started to flow back into headquarters 
in good volume. Reports are optimistic 
and indications point to a good season. 
The specialty houses have had their 
lines and men in the field for some time 
and are running full on the advanced 
fall styles which will be in the smarter 
shops by Aug. 1. Merchants are start- 
ing to make their appearance in the 
market and the local houses report fair 
orders from this source. 

The report on general business as 
outlined’ in the monthly business re- 
view of the Eighth Reserve Bank of 
St. Louis indicates, in face of continued 
unfavorable weather, serious flood con- 
ditions and very uncertain prospects 
for agriculture, trade and industry in 
this district developed considerable im- 
provement during the past thirty days 
as compared with the similar period 
immediately preceding. 

The report on footwear has the fol- 
lowing to say: 

“May sales of the seven reporting in- 
terests were 24.7 per cent larger than 
during the same month in 1926 and 
82.5 per cent in excess of the April 
total this year. The May sales were 
the largest for any single month since 
October, 1924, which is explained part- 
ly by the fact that backwardness of the 
season resulted in a considerable vol- 
ume of buying usually done in April 
being thrown into May. However, 
business is reported active, with vir- 
tually all lines sharing in the improve- 
ment. The trend of prices on finished 
goods continues upward, chiefly in re- 
sponse to the recent upturn in raw ma- 
terials. Factory operation was at 90 
to 95 per cent of capacity. Stocks on 
June 1 were 17.8 per cent smaller than 
on the same date in 1926 and 18.4 per 
cent below those on May 1 this year.” 





Brown Branch Moved 


MINNEAPOLS, MINN. (UTPS)—The 
Brown Shoe Co. has moved its branch 
to Room 282 in a new building at 9 
Fourth Street, N, from the Third Street 
ground floor of the Boston Block. Man- 
ager Vic Oman has put in new exhibit 
equipment. 





Bringardner Shoe Co. New 


Name of Ohio Concern 


LoGAN, OHIO—At a recent meeting 
of the stockholders of The McGovern 
Bringardner Shoe Co., the name of the 
company was officially changed to The 
Bringardner Shoe Co., this action be- 
ing one of the final details of the gen- 
eral plan of reorganization started last 
fall when M. P. Bringardner became 
treasurer and general manager of The 
McGovern Bringardner Shoe Co. 

Until recently The McGovern Brin- 
gardner Shoe Co. handled the sales for 
The McGovern Nelsonville Co. at Nel- 
sonville, Ohio, but under the new ar- 
rangement both companies are operat- 
ing independently. 

Beside M. P. Bringardner, who is 
treasurer and general manager, the 
other new executives are Charles 


O’Donnell, factory superintendent and 
style man; Gordon A. Brawley, sales 
and advertising manager, and J. D. 
Vogel, secretary and credit manager. 








Chas. O’Donnell 


J. D. Vogel 


Mr. O’Donnell for the past several 
years has been with The Dunbar Pat- 
tern Co., and prior to that time was 
guality shoemaker in both the Lynn 
and Brooklyn districts. 

Mr. Brawley has spent the past ten 
years with The Riley Shoe Manufac- 
turing Co. of Columbus, Ohio, being in 
charge of sales promotion and adver- 
tising, and prior to that spent three 
years in the offices of The Shelby Shoe 
Co. of Portsmouth, Ohio. 

Mr. Vogel has been connected with 
The McGovern Shoe Co. for the past 
three years, and in his new capacity 
of secretary will continue to handle the 
credit department. 

The Bringardner Shoe Co. is making 
a line of novelty McKay shoes under 
the name of Vogue Footwear and a 
line of arch shoes under the name of 
Arch Govern. The factory, located 
at Logan, Ohio, is a modern three- 
story, daylight building, completely 
equipped with modern machinery, and 
now has a daily capacity of 1500 pairs. 








WHERE TO BUY 
Men’s Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








CE 


350 STYLES IN STOCK 
Ready for Delivery om the Det 


EMERSON SHOE MFG. 
Reekla oo 

















HAND TAILORED’ 
HAND LASTED 


BIon F-REYNOLDS Comm, 
BROCKTON MASS. . 








WHERE TO BUY 
Standard Shoe Materials 








Strong and Flexible 


Counter Board 
R Made from 
Long Fiber 
Ss 5 by 


The Sterling Fiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
New York 


7 est Virginia 


Always Uniform in Quality. 
Always Dependable in Service. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
@ Detroit NewYork Chicago 6 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 











Men's All Leather House Slippers 
IN 8TOCE 


Gand Bamples 
ROTH & ROSENBERG SHOE Ov. 








124 N. 3rd St., Philadelphia 





’ the Berter Grade 
For the 


| ~ 


Better Trade’ 
qe 





NoveltySlipperCo. 
Makers of 
Boudoir Slippers ef the 
Better Kind 
121-181 West 19th Street 
New York City 




















PARISTYLE FOOTWEAR MFG. CO., Ine. 
41-45 Washington Ave., Brooklyn, N. 
New York Office, Room 622, 1328 Ad 
ramas per doz. and Up. 
pm 
sopuest 











WHERE TO BUY 
Children’s Shoes 


SPOTIEES 


for the distributing trade 


A. N. WOLF SHOE COMPANY 
Denver, Pa. 














“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 














Larger Buckles for Fall, 
Says Manufacturer 


PROVIDENCE, R. 
I—William Rey- 
nolds, well known 
buckle manufac- 
turer, returned 
from a European 
trip recently, dur- 
ing which he es- 
tablished new and 
valuable style con- 
nections which are 
destined to influ- 
ence his buckle 
styles for the com- 
ing fall and winter 
seasons. His Paris 





Wm, Reynolds 
office at 32 Fauborg Etoissonnerraba 
will keep him informed of later devel- 
opments. 

Mr. Reynolds found in Paris that the 
prevailing mode is shoe and hat colors 


to match. One-strap models in high 
shades, with hats of the same color, are 
seen frequently. He predicts that there 
will be an increased demand for the 
larger sizes in cut steel buckles and 
that the demand for buckles will bring 
with it an equal demand for the step-in 
type of pump. 


Production Is Showing 
Weekly Gains in Haverhill 


HAVERHILL—Shoe production is mov- 
ing upward weekly with the approach 
of the fall season. The between season 
period marked by general slackness has 
been shorter than in several years, due 
not only to an early opening of fall 
buying, but also to late June and July 
demands for summer merchandise that 
ordinarily would have been ordered ear- 
lier in the spring but for the cold tem- 
peratures. 

The recent visitation of the buyers 
in the Boston market was turned to 
good profit by local manufacturers, and 
after interviewing buyers the shoe men 
radiated an enthusiasm that has not 
been witnessed for a long period. The 
turn shoe men after an exacting period 
are out to promote the turn shoe and 
several sales campaigns have been in- 
augurated to set forth the advantages 
of the turn type of shoe. 

Shoe prices are being refigured at 
frequent intervals by local manufac- 
turers because of market advances. A 
few manufacturers have not marked 
up their shoes at all, but the majority 
of local producers have made advances. 
After struggling for years in a buyers’ 
market, the shoe manufacturers are be- 
ginning to witness a condition which 
may in reality restore a sellers’ mar- 
ket. Retail merchants are being 
warned almost daily by the factories 
that they should cover their fall re- 
quirements at once to avoid further 
price advances. Black patent, calf and 
suede are being bought heavily by the 
manufacturers despite market ad- 
vances. Black satin, too, is being used 


in liberal quantity. The new rich tans 
are coming in stronger, but tan will 
run second to blacks, mainly in patent 





and satin. 











Hamilton-Brown Style Show 


St. Lovis—On Wednesday evening, 
July 6, Hamilton-Brown terminated 
their sales conference with a banquet 
and style show which was attended by 





275, including officers, department 
heads, salesmen and emlpyoees of the 
company. 


The affair was held in the main din- 
ing room of the Statler Hotel into 
which was built a runway where the 
fall line was displayed on models di- 
rected by Major Levy, who is master 
of the mannequins of the St. Louis Pa- 
geant of Fashion. Entertainment was 
supplied from all the leading theaters. 
Dave Martin, general sales manager, 
acted as toastmaster. Addresses were 
made by A. C. Brown, president of the 
company, Maurice Wright and other 
executives. Much enthusiasm was dis- 
played by the organization regarding 
the new line which was pronounced as 
one of the best ever taken out of the 
house. 

Walter Bruns, advertising manager, 
was in charge of all arrangements and 
high compliment was paid him for his 
successful performance. 





Buying Is Stimulated by 
New and Plainer Patterns 


BostoN—Plainer patterns in wo- 
men’s shoes; blacks and tans definite- 
ly established as street shoe colors for 
both men and women, and rising prices, 
have stimulated buying. Manufactur- 
ers in this section report that orders 
for Fall have been placed in satisfac- 
tory volume. Many visiting buyers of 
shoes, who were unable to reach Boston 
during Boston Shoe and Leather Fair 
week are now in this market. Whole- 
sale shoe merchants have finished new 
samples for their traveling salesmen, 
and state that they have good sized 
business placed for August 15 and Sep- 
tember 1 delivery. Turn slipper manu- 
facturers have booked much more busi- 
ness for Fall shipment than they had 
booked up to this time last year. The 
favorite shade in all orders taken seems 
to be black, especially in the high-grade 
types for street wear. 

Men’s shoes are featuring many tans 
in darker shades. New lasts, and new 
leathers are noted. There are a num- 
ber of the new collegiate types, with 
broader toes, and doggy effects, in 
grain leathers. Bluchers are a favor- 
ite. Sport shoes in black and white 
and brown and white are much in evi- 
dence. 

In women’s shoes for evening wear, 
reptilian effects, brocades with gold 
and black suede, black satin, and pat- 
ent, are shown. Ties, and the plain 


"pump, are featured in a variety of 


black leathers, as well as black satin. 





James H. Martin Dead 


MINNEAPOLIS, MINN., (UTPS) — 
James H. Martin, member of the exec- 
utive committee of the National Leath- 
er and Shoe Finders Association, for- 
mer president and secretary of that or- 
ganization, is dead at the age of 67. 
He was one of the organizers of the 
national association. At the time of 
his demise he was proprietor of J. H. 
Martin Leather & Shoe Finders Co., 





811 First Avenue, N. 
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They’re Going to Paris 


In addition to those won at the Boston Shoe and Leather Fair, 
new laurels now decorate the brows of the members of the Stet- 
son Band. This organization of expert musicians has been in- 
dorsed as the Massachusetts Legion band and will accompany the 
members of the legion on their trip to Paris this fall to partici- 


pate in the national legion convention there. 


The uniform 


adopted for the trip consists of red coats, white trousers, white 
Sam Browne belts and red overseas caps. 





SAA ee 


WHERE TO BUY 
Ballet Slippers 





A ottee ver 


Everyihine Silppers 








BALLET SLIPPERS — Po STOCK 
of the unusual kind 
Bi02 Bik. Glazed Kid, Seft Tee 
Child’s 6 te U—$1.38 
Misses 114 to 2—~ 1.46 
Women’s 2, te __ te 


Alse Hard Toes 
SCHWARTZ & HERDER, Ine. 


_ + Y in Ballet Manufacture 
241 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


STOCK 
Women's, $1. 35; 


5 ly a 
ROTH & ROSENBERG SHOE co. 
124 N. Srd St., Philadelphia 





Lynn Factories Busy 
on New Style Footwear 


LYNN—An expansion movement has 
started here. Rising prices apparently 
have accelerated_Lynn’s business. Fac- 
tories are unusually active on orders 
for immediate delivery. Several firms 
are taking more floor space and are 
preparing to increase production. New 
firms are starting. Better grades are 
gaining. It looks as if the last half of 
this year would show much better re- 
sults than the last half of last year. 

Shoes are showing quite a number 
of general changes. Toes are a little 
narrower, foreparts a little longer, 
heels a little lower, arches a little 
stronger and bottoms a little stouter. 
There is a lot of talk about shoes that 
are good to walk in. This does not 
mean a revival of the old type of 
rugged walking shoes, but the develop- 
ment of a new class of footwear that 
is easy on the feet as well as the eye. 

Blacks continue to predominate. 
There are more black shoes in Lynn 
shops just now than for any period 
since before the war. All finishes of 
blacks are being cut, the shiny, lustre 
and gunmetal blacks, the dullest blacks, 
the semi-bright and the suede blacks; 
also satin and velvet blacks and rep- 
tile blacks. It is expected, however, 
that browns: will gain on blacks when 
August buying begins. Reptiles, both 
genuine and embossed, are now prac- 
tically a staple. Lynn is cutting more 
genuine reptile leather than a year ago. 

Blue, in the midnight hue, is being 
cut again for fine shoes. Beautiful 
brocades, and finer finishes on gold and 
silver kid are being made up into dress 
shoes. Trimming stock, when used, is 
of the refined figures, and of modest 
colors. But most of the trimming is 
cone with bows and buckles. 





New patterns show ties, of the side 
lace as well as the high riding types; 
also inclosed models of oxfords with 
pinked designs along seams, contrasts 
of vamps and quarters, inclosed models 
of oxfords,a multiple of step-ins with 
gores in the front, two and three-strap 
pumps, and even a four-strap design, 
2s well as the familiar one-straps. Ex- 
perimental work continues with Wel- 
lingtons and bootees. 


New Plant for Maine 


HAVERHILL—The Kesslen Shoe Co., 
Duncan Street, large makers of wo- 
men’s McKay shoes, are moving a part 
of their business to Kennebunk, Me. 
The company has been engaged in the 
production of cheap McKays in this 
city for several years rising to consid- 
erable prominence. Market fluctuations 
and consequent difficulties encountered 
in the marketing of the cheaper 
grades of shoes caused the company 
recently to seek a 20 per cent wage 
reduction. This has not been conceded 


to date, with the result that a part of | 


the business will go to the Maine lo- 
cation. The firm employs 217 people 
under normal production here. 


Increasing Stock Dept. 


BROCKTON — For the further en- 
largement of its in-stock department, 
the Conrad Shoe Co., which enjoyed a 
most prosperous spring run, and now 
is embarked on fall orders which prom- 
ise to keep the plant busy for many 
weeks, has obtained additional space on 
Montello Street, near its factory, for 
the storage of wanted lines. The com- 
pany has built up quite an at-once 
business in men’s shoes. 





Sumith 


6A cu 


- Meares 
Chieage, ttl. 








Steck Black Bal- 
let Slippers 


Ladies’ 
Misses’ 


BLOG SHOE 0O., ING. 
147 Duane St., 


New York, N. Y¥. 








LYONS AND COMPANY 
Hand Turn BALLETS 


Wo's. 


Miss’. 
$1.45 $1.40 


Chad's. 
$1.35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y 
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WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 


re Designers and Builde 


Cc. L. GOODWIN & CO. 
WORCESTER, MASS 
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WHERE TO BUY 


Women’s Novelties 








Why not you? ; 
Samples sent and 
returnable at 

our expense. : 
Samuel Cohen 
Shoe Co. 
72-82 Lincoln 
St., 4 
Boston, Mass. 2 











Latest Styles at 
Popular Prices 














We carry In-Stock for immediate deliv- 

ery, smartest styles of the moment in 

ue McKays—priced from $2.50 to 
Sg Samples on request. 


Aronson Bros. Shoe Ca., Inc. 


213 Essex St., Boston, Mass. 














WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 

ke 000 to $15,000 a Year 
= es of Suen Chiropedy. 
ef physi . surgeons, ¢ehirop- 
Finest ratories and equipment. Feur- 
suecessful year. Entrance requirements, 4 


Ey 


valent. Course, 2 years. 
, October. Oppertunities te earn way 
while studying. Write fer catalog. Dept. B. 
ILLINOIS COLLEGE OF CHIROPODY 
1327 N. Clark Street, Chicage 











Chicago Manufacturer Says 
Fall Outlook Is Good 


Cuicaco—According to Rosecrans 
Murphy of the Murphy and Saval Shoe 
Company the general outlook for Fall 
business is very favorable. “There is 
evidence,” said Mr. Murphy, “of a de- 
mand for the better type of footwear, 
for shoes that run just a little above 
the average in price if we are to judge 
by the orders we are receiving from 
our customers for Fall shipment. Wo- 
men’s shoes in the eight to ten dollar 
grades look like a better bet this fall 
than last year. 

“Our orders are not large-individually 
but the steady flow of them has brought 
our production right up to capacity. 
Patterns are cleaner and _ simpler 
though there is a steady demand for 
the extreme of style if it is right. One 
straps are the outstanding pattern and 
will be closely followed by a three-eye- 
let oxford with large tongues. Dull kid 
or mat goat and brown kids are lead- 
ing in our production now and colored 
kids are fair. Most of the box heel de- 
mand seems to be in the 14/8 variety 
and the extreme heel height centers 
around the 1928 type.” 





Abbott Co. Announces . 


New Line of Boots 


YARMOUTH, ME.—The Abbott Com- 
pany, sport shoe _ specialists, have 
acquired the right to use the patent 
covering the leak-proof seam used in 
the best form of genuine moccasin 
manufacture, and now share the right 
to use this method of construction 
which was introduced several years 
ago, by the W. C. Russell Moccasin 
Company of Berlin, Wis. 

The acquisition of this right enables 
the Abbott Company to add to its line 
a high grade moccasin boot, fully 
water tight. It will be made of 
French veal which is to be tanned ex- 
clusively for this company in the fu- 
ture by the B. D. Eisendrath Tanning 
Co. of Racine, Wis. The boots will be 
known as the “No-Leak” boots and the 
seam as the “No-Leak” seam. 

Donald B. Abbott, president of the 
Abbott Company, in announcing the 
introduction of the “No Leak” line of 
boots said: 








A cross-section of the moccasin 
vamp showing the method used in 
getting a leak-proof seam 


“EK. Bert Etzler is now in charge of 
a special department in our factory 
for the production of this line of ‘No 
Leak’ boots. Mr. Etzler has been en- 
gaged exclusively in the production of 
boots incorporating the patented ‘No 
Leak’ seam for more than 12 years. 
He has brought with him the foreman 
of his former hand sewing department 
and other workmen especially skilled 
in this construction. 

“Through an arrangement recently 
concluded with the B. D. Eisendrath 
Tanning Company, the famous Eisen- 
drath veals, as formerly used in these 
boots, will henceforth be made for the 
Abbott Company, exclusively. 

“To this invaluable construction, 
built by experts from exclusive leath- 
ers of recognized superiority, will be 
added the fine points of finish which 
have made ‘Sportocasin’ quality the 
yardstick of comparison throughout 
the moccasin industry.” 





Mary E. Cox Dead 


RocHester, N. Y. (UTPS)—Mrs. 
Mary E. Cox, widow of Joseph D. Cox, 
formerly a prominent shoe manufac- 
turer here, died last week at the home 
of her daughter, Mrs. Thomas Dowling, 





of Mount Vernon, N. Y 











A Buckle Style Service 


BosToN— 
Buckles today 
are a very im- 
portant part of 
the shoe. Real- 
izing the possi- 
bilities which now 
lie in the combi- 
nation of new 
buckle types with 
new shoe styles, 
William Rey- 
nolds, buckle 
manufacturer, 
has secured the 
services of Miss 
Muriel Morrison to take complete 
charge of his new buckle style service. 
Miss Morrison has been trained in the 
art of design and until recently has 
been associated with the Dunbar Pat- 
tern Company. It is entirely logical 
that a woman should design the orna- 
ments which women wear. In fact, 
there is an increasing trend in this 
direction and Miss Morrison comes to 
her new position well equipped to serve 
the trade properly along this line. She 
will make her headquarters at 215 
Essex Street, the Boston office of Mr. 
Reynolds. 





Muriel Morrison 





New Plant Purchased 
by the B. B. Shoe Co. 


MILWAUKEE, Wis.—The B B Shoe 
Co., operating at 598 Thirteenth Street, 
Milwaukee, has purchased a four-story 
brick building at Thirteenth Street and 
Fond du Lac Avenue here, according to 
George O. Peterson, secretary and sales 
manager, which will provide 20,000 
square feet of floor space and will per- 
mit doubling the output of the plant. 

The new building will be taken over 
Sept. 1. It has 20,000 square feet of 
space, and the present building has 25,- 
000 square feet, giving the company «a 
total of 45,000 square feet. The pres- 
ent daily output is 1200 pairs of wo- 
men’s shoes and this will be increased 
to 2400 pairs by Jan. 1, 1928. Approx- 
imately 200 employees will be added to 
the force of 200 now employed. 

Officials of the company predict that 
the retailers will raise the price of 
shoes to the consumer within a short 
time, due to the advancing leather mar- 
ket with a corresponding advance be- 
ing made by the manufacturers. 





New Slipper Company 
Formed in St. Paul 


St. Paut, MINN. (UTPS) — The 
North Star Slipper Co. has been organ- 
ized to make and sell slippers in this 
city. Three men of an experience of 
not less than 20 years each are officers: 
President, J. J. Craffy; vice president, 
George S. Wilson; secretary and treas- 
urer, George S. Roth, who until recently 
was manager of Nettleton’s, Minne- 
apolis. Operations will be in the former 
Thompson Shoe Co. plant, Rosabel and 
Ninth Streets, where 200 hands will be 
employed. The capacity is 120 dozen 
pairs of men’s and women’s slippers a 
day. It is said to be the only plant of 
its kind outside of Massachusetts and 
Maine. 


~ 
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Patent Leather 


and " for Summer Selling! 


Light weight and cool-looking colors 


Paten t Gun Metal A make Best-Ever Satin Slippers ex- f 


cellent sellers right now. 


No. 3153—With Padded Heel 
No. 7153—With Wood Heel 


are still our leading Are you getting your 


share of this extra busi- 


ness? 


leathers. 


With leather advancing 


in price and growing BESI- [VER 


SLIPPERUC., IM 


scarcer, the medium- 75 FRONT ST, BROOKLYN N Y 


priced ~ h oe reta 1 l er, New bork Ollice hoom 643 Varbridge Ley 

















wholesaler, and manufac- | 
Son co. 


WU SF, <ELo- MASS 
Snyder’s plan for main- *. ge Donets s 














turer ought to investigate 


taining their established 5 nur ora 

Slippers. Always in 
stock. Price Range 
$2.25 to $4.25. 


grades. No. 425 —Tan Kid 














Samples of our Reptile 


Trimmings for Fall are NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door bells 
now ready a out by the roots and thus ruin the good wife’s entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 

t increasing the latter’s confidence in his ability to 
sell the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 


BOSTON aan 


Boot and Shoe Recorder Publishing Company 


63 SOUTH STREET 207 South Street, Boston 
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Otherwise insertion 
POSITIONS WANTED 


LINES WANTED 
ALL OTHERS 
ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, 

Monday of the week of publication in order that advertisements be published same week. 

will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 





Mass., on 




















SALESMEN WANTED 


BUSINESS OPPORTUNITY 


POSITION WANTED 











Experienced Slipper 
Salesmen 


wanted for popular priced satin 
boudoir slipper line selling to chain 
and department stores. Opening in 
several states, also New York City. 
Line can be carried in connection 
with other lines selling to volume 
users. In replying please state line 
now carrying, amount of your an- 
nual sales and exact territory you 
cover, also give references. 


Melrose Slipper Co. 
76 Greene St. New York City 











IVE wire salesmen for Greater New York 

and New Jersey to carry complete line 
women’s, children’s and boys’ shoes in stock. 
Address C-957, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





ANTED:—At once, an_ experienced retail 

shoe salesman and window trimmer. Send 
references first letter. ELDRED’S QUALITY 
SHOP, 245 Chestnut St., Meadville, Pa. 





ALESMEN wanted to sell Robinson-Bynon 

women’s Orthopedic shoes in New York, 
Brooklyn and New Jersey. Apply KEMPE 
ll SAMUELS, 115 West Broadway, New 
ork, 





MANUFACTURERS of rhinestone and 
beaded shoe ornaments desire salesman to 
handle their line as side line. gee! 15% 
commission basis. Out-of-town only. UBIN 
B , 640 Broadway, New York. 





SALESMAN: Calling on department store, 
shoe store or shoe manufacturer, to carry 

a side line of metal, steel and rhinestone shoe 
Cee. State territory. Address C-951, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York. 





WANTED: Salesmen with established trade 
to sell fast moving line of women’s novelty 


Ladies’ Shoe Dept. 


100% Location 


Large New York City Cloak 
and Suit House will lease de- 
sirable space for retail Shoe 
Department. 


A responsible experienced con- 
cern catering to $5 and $6 
ladies’ shoe trade can make ex- 
ceptional connection. 


Apply by Letter Only to 


PHILLIP WOLF, Inc. 


220 West 42nd Street 
New York City 











MAD Pr ACrursss or 


develop into chain. Address 
eed hoe Recorder, 207 South St., 
Mass. 


OBBERS LOOK- 

ING FOR BIG BUSINESS—Successful, 
old established, hustling volume store in city 
of 100,000 wants partnership to enlarge and 
C-950, care Boot 
Boston, 





POSITION WANTED 





SUCCESSFUL shoe manager and buyer for 
department or exclusive store wants to make 
change. Have merchandised all grades of ladies’, 
children’s, men’s and boys’ shoe departments for 


fifteen years. Married and 


erences furnished from all employers past or 
Address 


C-936, care Boot and Shoe Recorder, 207 South 


present. Prefers South or est. 


St., Boston, Mass. 





McKays priced at $3.35 to $4.50 in Arl 
Alabama, Louisiana, Mississippi and Pennsyl- 
vania. 
men. SHU-STILES, 
Avenue, St. Louis, Mo. 


ANTED: Salesmen with established trade 
to represent us in Alabama, Mississippi and 
Ohio. We have the largest and fastest selling 
line of women’s novelty shoes in the country, 
selling at one price of only $2.85. Liberal 
a and wonderful a Rp Patition to men 
Ree ability. SPEC HOE COM- 
Y, 1332 Washington Ave., St. Louis, Mo. 


WE need several men to carry as asideline 
our products of spats and shoe novelties 
and cut steel — Applicants must A, 
eepenanens in their first letter in order 

consider MANOLIS: MANUFA CEURING 
COMPANY, 4248 No. Crawford Ave., Chi- 


cago, I 


Money making proposition for the right 
ois -» 1330 Washington 








Buyer and Store Manager 


Thoroughly experienced executive desires con- 
nection with live retail store or shoe depart- 
ment. Fourteen years’ experience, eight as 
manager and buyer. At present located with 
large department store as manager and buyer. 
Highest references as to character and ability. 


Address C-959, care Boot and Shee Recorder, 
207 South St., Boston Mass. 








A window trimmer and salesman 30 years 
old. Fine appearance, 13 years’ shoe expe- 
rience. Go anywhere. Have managed two 
stores. Address C-953, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR LEASE 


SHOE DEPARTMENT FOR LEASE—One 
of the largest and oldest established depart- 
ment stores in Richmond, Va., will have their 
shoe department for lease in the very near 
future. This is a splendid opportunity for 
anyone interested who can qualify. The depart- 
ment has been established for a great number 
of years and is now doing a nice volume. 
Address C-940, care of Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








“Tl 
Established Shoe Dept. 
TO SUBLEASE 


High grade department in a well estab- 
lishefl department store in business over 
35 years. Busiest city of middlewest— 
about 400,000. Shoes retail $7.50 to 
$18.50. A splendid opening for a pro- 
gressive chain organization. 

Address C-955, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 














LINE WANTED 


LIN E WANTED—Young hard working Sales- 
man now traveling by auto in Utah, Idaho, 
Montana, Eastern —~,~y and Eastern 
Oregon, representing good line of Men’s and 
Boys’ style Welts, wants —— good line of 
popular-priced Womens Novelty Shoes for same 
territory. Commission basis. Prefer short, 
fast western line. ———e references. 
Address C-943, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


LIVE wire salesman with established trade 
of six years in Iowa, Nebraska, and two 
Dakotas desires a novelty line women’s McKays, 
$5.00 to $7.00 retailers. Must be snappy. 
A-1 references. Address C-958, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


WANTED—Line of ladies’ staples and novelty 
shoes for Tennessee. Can furnish good 
references. Have good following. Good reason 
for wanting a change. Hard worker and gets 
the business. Address C-954, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 














SHOE BUYER-MANAGER—Wanted position 
as buyer- age r by married man of 36 
irteen years in one of the 


holding position t 
enn yt leading department stores doin 
$250,000 shoe business. Contract expires 


ust 15th. A caged successful record. Address 
S oss care Hoot and Shoe Recorder, 207 South 


, Boston, M: 


TO LET 


T°? LET—Modern equipped basement for 

women’s and children’s popular price shoes 

100% location. Main floor handling women’s 

gepeier price ready-to-wear. LOGAN’S, 126 
yoming Ave., Scranton, Penna. 
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FOR SALE 





FOR SALE OR LEASE—3 story modern 
factory building, 40 by 80 ft. Light on all 
sides. own of 15,000, close to Philadelphia. 
inquire of H. A. HETTINGER, Bridgeton, 
N. J. 





WANTED TO PURCHASE 


GLASS EYES 

















WANTED TO PURCHASE 











Wanted Ladies’ High Shoes 
We can use any quantity of ladies’ 
leather lace high shoes, C width 
or wider, sizes 7 and up, with 
Cuban or low heels only. May 
have pointed toes. Send particu- 
lars to C-956, care Boot and Shoe 
Recorder, 207 South St., Boston, 


HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 





GLASS EYES 


Fer Bunny - Kitten, 
Children Slippers and 
ether decorative pur- 
Poses. 
G. SCHOEPFER 
16-18 W. 36th St. 
NEW YORK 

















Mass. 














HELP WANTED 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


STORE SUPPLIES 




















LARGE 
DEPARTMENT STORE 
IN BOSTON 


Unexpectedly has a 


splendid opening for 
SHOE BUYER 


Department second to none. 


Sales volume’ increasing—reputa- 
tion for style leadership. 

To fill position satisfactorily Buyer 
must be a stylist. 

Up-to-date Street Floor Dept. 
newly made over, with every facili- 
ty for giving the public the best 
service. 

Salary commensurate with the 
position. 

Communications will be regarded 
as confidential on request. 


ADDRESS P. O. BOX 53 
BOSTON, MASS. 








Sell Us Your Left Over 


New Yorx Export Purcnasine Cor: 
596 Broadway, N. Y. City 


Or Entire Stock for Cast 











STORE SUPPLIES 





Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 























- 


‘e) 
4) 
& 
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This colonial 
ornament with 
satin or patent bow 
makes a new pattern 
out of operas or step ins. 
Sold by leading New York 

Supply Houses. 


Superior Shoe Ornament Co. 


394 Ralph Ave., Brooklyn, N. Y. 





CSTABLISHED 1890 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


AMERICA’S CREATEST 
SHOE CARTON &@& LABEL MFCS 











IDISPLAY FIXTURES 


made by 
| SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


N=) 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34THST. N.Y.C 
Phone WISCONSIN BI30. 
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MERCHANT NEEDS 


MERCHANT NEEDS 


STORE SUPPLIES 











The Fixtures They All Like 








WINDOW DISPLAY FIXTURES 


Bn 


CATALOG 











i 


“MANY SALES ARE MADE ON THE SIDEWALK™ 











Write on Your Letterhead 


The Oscar Onken Co. ; cincinnati, 0. 


No. 611 W. 4th Street 

















Pneumatic Arch Cushion 
Is Now on the Market 


New York, N. Y.—An arch support 
that utilizes the pneumatic rubber 
cushion principle is being introduced 
to the trade by Pneumette, Inc., manu- 
facturers and distributors of 299 
Broadway, New York City. The sup- 
port is a rubber cushion attached to 
an insole. The degree of inflation can 
be regulated by the wearer to meet 
individual requirements for support of 
fallen arches and can be increased as 
the arch develops strength. By this 
gradual and painless raising of the 
arch the wearer can get relief from 
foot troubles. 


eS 


Pneumette, metatarsal 
model, with air cushion 
for simultaneous lifting 
of both the longitudinal 
and cross arch of the foot. 


Pneumette, normal 
model, with air cushion 
fitting the longitudinal 
arch of the foot and 
resting against the up- 
right and hollow part of 
the foot. 


The Pneumette Arch Support origi- 
nated in Europe. Its selling points, 
as outlined by the manufacturers and 
distributors include the following: 
1. The Pneumette makes it possible for 
the wearer to walk on air; 2. It is ad- 
justable to the individual needs of the 
wearer; 3. It protects and éases the 
arch; 4. It is light; 5. It keeps the 





shoe in shape; 6. It is unbreakable; 
7. It is non-slipping, and 8. It can be 
transferred from one style of shoe to 
another style of like size. The accom- 
panying illustration shows the chief 
points of the support. 


New Plant for Brockton 


HAVERHILL—The Colbuck Shoe Co., 
located for several years on Saunders 
Place, this city, has removed to Brock- 
ton, where space has been taken over 
in the E. L. Gowdy factory, Eliot and 
North Main streets. The firm will con- 
tinue to do business under the same 
name and will have a daily capacity of 
1200 pairs of women’s and children’s 
shoes. The members of the firm are 
Nicholas Coleman, president; Jacob D. 
Bocholtz, treasurer. The firm employs 
75 and it is hoped later to give employ- 
ment to more than this number. 


Cincinnati Factories 
Running at Capacity 


Several Sold Up to Late September 


CINCINNATI—Shoe factories here are 
very busy. All are running at capacity 
and several are sold up to late Septem- 
ber. Orders for early fall shipment 
are coming in fairly well, but it seems 
that retail merchants have a tendency 
to buy too few instead of too many. 
Some manufacturers have already put 
salesmen on the road with new sam- 
ples and they report that most of them 
are going over nicely. Brown is being 
favored to a certain extent and if buy- 
ing on brown continues for the next 
few weeks it is expected to run a close 
second to black. Narrow one-straps in 
black patent, satin and suede are ex- 
pected to be real sellers for fall and 
plain pumps and oxfords of the same 
materials to be good style movers also. 

In the opinion of Frank Dohoney of 
the P. Sullivan Shoe Company, black 
patent and snake in conservative styles 
will be much called for. Mr. Dohoney 
says they are making up a large per- 
centage of their output with a 14/8 
Cuban heel and that salesmen on the 
road with the new samples are sending 
in nice orders for early fall shipment. 

The Big K Shoe Company, manufac- 








EVERN 
KNOWN TYPE 


DISPLAY FIXTURE 











turers of house slippers and misses’ 
and children’s shoes, have put new sam- 
ples on the road and report that they 
are meeting with favor. Mr. Jacobs, 
sales manager of Big K, says that mer- 
chants have started buying house slip- 
pers in pretty good quantities and ex- 
pects to have a good season on them. 
The Big K company is of the opinion 
that misses’ and children’s shoes in 
— and calf will be real sellers for 
all. 
Stanley Duttenhofer, president of the 
Stanley Duttenhofer Shoe Company, 
says that maroon and brown calf, black 
patent and brown kid will all be good 
for fall. Mr. Duttenhofer’s factory is 
running at capacity and is enjoying a 
nice volume of orders. Mr. Dutten- 
hofer says that 14/8 Cuban and Baby 
Louis heels will be much called for dur- 
ing the fall and winter seasons. 


New Association Formed 
to Arbitrate Disputes 


Mass.—Walter Edelstein, 
who has been engaged in the manufac- 
ture of shoes for several years in the 


BOSTON, 


East, has organized the Associated 
Shoe Manufacturers of America, Inc., 
with himself as secretary and with 
offices at 212 Essex Street. ‘ Briefly, the 
organization plans to act as arbitrator 
in trade disputes in which any of its 
members become involved. Some of the 
aims of this association, as outlined in 
its literature, are to eliminate cancella- 
tions, unjust claims, allowances and re- 
turn of merchandise without reason; 
to protect the legitimate wholesalers 
and retailers; to suppress fraudulent 
practices; to give and receive credit in- 


1 formation; to assist in the prosecution 


of dishonest and fraudulent debtors: 
and to standardize trade discounts and 
improve trade ethics. 


Haverhill Workers Well 
Paid 


HAVERHILL—Haverhill leads the en- 
tire New England shoe industry in 
average full-time earnings paid em- 
ployees in the industry, according to 
a report released this week by the Bu- 
reau of Labor Statistics, Washington, 


D. C 
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THE “STRIDE” 
A perfect fitting cut-out oxford. Pat- 
ent with dull calf trim. Wood Cuban 
heel. Made in all accepted materials 


and colors for Fall. 


BURROWS SHOES are devoted to the cause of Good 
Fitting. They are dedicated to the happiest ideals of 


Style. 


Burrows Shoe Co., Inc. 


Rochester, N. Y. 
New York City, 604 Marbridge Bldg. 


NO, CLARIBEL! 
A KISS SPOT isn’t the place your 


sweetie raves about. 


In fact, the Shoe and Leather Lexicon 
says it is: “‘A light colored spot that appears 
on leather (vegetable tanned) when two 
hides have touched during the early stages 
of tanning.” 


SHOE AND LEATHER 
.LEXICON 


A very valuable book for everyone con- 
nected with the shoe and leather industry. All 
the unusual terms, as well as those in everyday 
use—defined and explained. An asset to any- 
one who wants to read up on shoe and leather 
terms. More than a dictionary—almost an 
encyclopedia. 


The Price Is Only Fifty Cents 
(Cash with Orders Please) 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
207 South Street, Boston, Mass. 





Well Made 


The good, honest workmanship going 

into Greeley Boudoirs are like the 

slippers th Ives. ible and every- 

day in style. In black or colored Kid 

with leather or rubber heels. Stocked 
for at-once delivery by your 
jobber. If he cannot deliver 
—wire us. 





Deliveries At Once 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 











NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 21% to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 
IN STOCK 
Write for ane “mtu 


a 0 
L$, Ge) a. we # 
Street Philadelphia, Pa. 


BROOKS BALLETS 
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Getting More Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THe Boot anp SHoE ReEcorpER 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 

their production and distribution. 
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leer to Heaven 
By the Altitude of a Chopine” 


NTIL the end of the- fifteenth century, 

shoes were generally made of soft leather 
without heels or ‘sturdy soles. Since these 
‘perishable shoes were unfit for use on muddy 
streets, it was the custom to wear them inside 
of wooden clogs. The Chopine was a stilt- 
like clog that sometimes measured over twelve 
inches in height. This style of clog was fa- 
vored by Venetian women and later became 
popular in England. Shakespeare points a shaft 
of humor at this clog when’ he has Hamlet 
exclaim, “ Your ladyship is nearer to heaven 

than when I saw you last, by the’ 

altitude of a chopine.”’ 





Chopines appear ridiculous to us | 
- because we are accustomed to foot- 
wear that is practically weather- 
‘proof. Wet weather will not affec& 
the style and character of the toe if 
“the shoe is equipped with (elastic 
—The Quality Box Toe. 


we 


% 


BOSTON. MASS. 356 CHUSETTS” 





